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Let our “Revenue Men” show you 


Take a man like 
Bill Lyons... 


Bill is one of our “Revenue Men” in 
Long Beach, California. 

After graduating from prep school in 
1932, Bill went to work for a promi- 
nent New England manufacturing 
company. By 1942 he had become a 
department head. Then he joined the 
Marines, where he served as a 
machine gunner in the South Pacific 
and was awarded the Purple Heart. 


In 1945, Bill returned to the states and 
decided to further his education. He 
entered Long Beach City College as 
an advertising major, and was elected 
president of his freshman, sophomore 
and junior classes. 

It was in 1949 that Bill joined the 
General Telephone Directory Com- 
pany as a sales representative in our 
Long Beach Division. In 1955 he was 
promoted to Sales Supervisor. 


Bill makes his home in Long Beach 
with his wife and three children. Over 
the years he has devoted his time and 
talents to the Community Chest and 
the Toastmasters Club. 

Bill Lyons is a good example of the 
“Revenue Men” who work for Gen- 
eral Telephone Directory Company — 
and for you. Men who are an asset to 
any community in which they live. 


1800 Oakton Boulevard 
Des Plaines, Illinois 
VAnderbilt 7-6111 


Are you keeping pace with the trend of increased 
directory revenue? The potential is enormous. 
You can’t afford not to keep pace. 

The revenue you earn from a well-sold, well- 
published directory can give you the highest net 
profit of any service you sell. Little or no expense 
is charged against it. And directory profits can 
make a hefty contribution to total net earnings. 
Our “Revenue Men” are trained to help you exploit 
the rich potential of directory revenue. Backed 
by our Complete Directory Service Plan, they 
work with market-tested procedures to tap every 
source of revenue: local, regional and national. 
May we show you a plan tailored to fit your needs? 
No obligation, of course. Just call or write. 


Find It Fast 
In The 


Yellow Pages 


DIVISION OFFICES: 

Bloomington, Illinois * Columbia, Mo. « Durham, N.C. « Erie, Pa. 
Fort Wayne, Ind. ¢ Honolulu, H. I. « Lexington, Ky. « Long Beach, Calif. 
Madison, Wis. ¢ Manila, P. 1. * Muskegon, Mich. ¢ St. Paul, Minn. 
San Angelo, Tex. « San Francisco, Calif. e Spokane, Wash. ¢ Tampa, Fla. 
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The U.S. Army Signal Corps marked the climax of its Centennial Year Dec. 15 with the 
dedication of the East Coast Relay Station at Fort Detrick, Md. The installation is the latest 
strategic teletypewriter switching center in the Army’s global communications network. 
The ultra-modern 200-line system links the United States with commands throughout the 
Atlantic and Western Hemisphere. The center replaces the “‘torn-tape”’ system and serves 
as a consolidation of many of the communications centers at East Coast Army bases and 
government centers. The station is completely automatic — normal message traffic through 
the station requires no manual handling. It has the capability of processing approximately 
275,000 messages a day. Switching equipment for the East Coast Relay Station was engi- 
neered and manufactured by Automatic Electric Co., Northlake, Ill. Top photo shows view 
of master console control panel at the East Coast Relay Station, Ft. Detrick, Md. Bottom 
photo shows the station operations room at Ft. Detrick 
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New line of 


ELECTRONIC SECRETARY 


telephone answering sets 


SP (Short Play) model AO (Answer Only) model 

Answers phone with prerecorded announcement, but 

del but has a more limited capacity. does not record incoming calls. Has microphone and 
to caller, tape recorder. Used by all sorts of organizations to 


mes- deliver informative announcements up to 3 minutes. 


LP (Long Play) model 


The deluxe model that ‘‘do everything.” Answer s perfo s the same answering function as 


Thi 
the phone automatically with message prerecorded the mc 
tomer—(easily ‘‘erased"’ and changed)—record > { e, gives message 
13-second incoming 


s them back when customer 
pewriter size. Specially 


corn ames ve r : 1e r ab< 
coming messages uf | pact, ) yf 


Theatres tell what's playing. Fuel supplies and others 
to 2-hour capacity service Comy ce outfit or business. leave numbers to call for emergency service at night 
viduals, stores, offices, plants and specialized uses t tal greatly broadens the market. Advertisers sponsor weather reports, stock closings. 
in many other types of business. Churches give inspirational messages. 


returns. Takes any 
anies and 


4 





ROCHESTER STORY 


How the newest idea in telephone service helps a progressive 
telephone company produce substantial new revenue 


Only a few years ago, the Rochester (N. Y.) Telephone 
Corporation had never heard of the ELECTRONIC SEC- 
RETARY® Telephone Answering Set. Today, they have in- 
stalled nearly 400 units, and are installing more every month. 


They have discovered that nearly every business subscriber 
in their area is a potential customer for Automatic Telephone 
Answering Sets. In almost every case, they can easily dem- 
onstrate to a prospect how it will bring in enough new busi- 
ness to more than pay for the rental. 


In order to facilitate the customer’s selection of a telephone 
answering set most suitable for his business, Rochester Tele- 
phone Corporation has a demonstration room with all of the 
various models activated for demonstration purposes. 


The following examples from Rochester may suggest how 
you could benefit from offering ELECTRONIC SECRE- 
TARY Sets. For full information, call or write either distrib- 
utor listed below. 


TOBIN PACKING, a large regional packer, At Rochester the answering sets are stacked Tobin trucks roll out on time to meet their rigor- 
speeds orders and gets deliveries out faster in batteries of three. Two continuously take ous delivery schedules — thanks to this speed-up 
with the help of batteries of LP (Long orders while an operator transcribes from of orders from salesman to shipping floor. The 
Play) ELECTRONIC SECRETARY Sets. the third. The new Albany plant which streamlined order-transmission system for Tobin 
Here a field salesman calls in his orders at is a model for the industry is similarly was developed by Electronic Secretary engineers 


specified times — to keep an even flow of equipped. 
orders coming in. 


ey 


and Rochester Telephone. 


REAL ESTATE agent Mr. Donsky, never RADIO STATION WHEC plugs an ELEC- DENTISTS and DOCTORS use ELECTRONIC 
misses a call day or night — even when he’s TRONIC SECRETARY AO (Answer Only) SECRETARY Sets to answer the phone while 
out showing a house, thanks to his LP Set into its switchboard at night to inform they are out on calls, at home or when busy tend- 
(Long Play) ELECTRONIC SECRE- callers the station is closed till morning, ing patients. (SP Short Play model illustrated). 
TARY Answering Set. He has used the but referring them to a special number in As you can see, nearly everyone has use for the 
ELECTRONIC SECRETARY Set steadily case of emergency (fire, accident, etc.). ELECTRONIC SECRETARY Set. They just 
since 1957, and reports that it receives Thus they give reliable round-the-clock need to be told of this great new service you 


most of his calls. 


communications service to the city. 


can offer. 


Electronic Secretary Industries, Inc., Subsidiary of GENERAL TELEPHONE & ELECTRONICS sae) 
distributed by 

AUTOMATIC ELECTRIC 

SALES CORPORATION 


400 North Wolf Road 


LEICH SALES 
CORPORATION 


Northlake, Illinois 427 West Randolph St. 


Chicago 6, Illinois 





AE has everything you need for plant protection 


Only top-quality equipment gives you maximum 
protection. Automatic’s warehouses are stocked with 
the right equipment for this vital job. Call your 
AE man for all your needs. And remember, at AE 
you get prompt delivery from a large stock of 

famous brands. 


HEMINGRAY INSULATORS 


7 fp ___________] 


ALPHADUCT GROUND WIRE 


Single copper conductor provides 
quick, efficient grounding. 


COPPERWELD GROUND RODS 4 CLAMPS 


Combine the strength of steel with the conductivity 
of copper for the best in quick, efficient grounding. 


FIGURE & QUALPETH BY GENERAL CABLE 


Aluminum or copper shield. 
Speeds excess voltages to ground. 


ALUMINUM SHEATH BY GENERAL CASLE 


Keeps lightning out of your transmission. 
Used extensively in severe lightning areas. 


cee ee enn penn 


AUTOMATIC ELECTRIC 


Subsidiary of 


GENERAL TELEPHONE & ELECTRONICS 





The Perpetual Problem 
Lightning Damage 


of 


By ROY SAVAGE 


Roy Savage, director of supply sales, 


Automatic Electric Sales Corporation. 


he other day, we had one of those 

noisy, Chicago-area thunderstorms, 

complete with plenty of lightning. 
That storm brings to mind one of the oldest 
problems in telephony—protection of out- 
side plant. It’s a problem that presents both 
a duty and a challenge to telephone men. 
We have a duty to protect those who use 
our equipment. We are challenged to safe- 
guard our investment. 

When lightning crackles around cable, 
the damage of a direct hit is obvious—a 
shattered pole, a cable fused into a solid 
mass. But when the cable is not struck 
directly, aless apparent danger can develop. 
Excessive voltages may be produced on 
telephone lines by means of induction. This 
occurs more often than direct hits. When 
it happens, a free charge travels through 
the cable. If it reaches a weak spot in the 
insulation, the charge bursts through. Con- 
ductors are ruined, transmission cut off. 


GROUNDING PREVENTS DAMAGE 


However, if a well-constructed ground is 
present and a well-constructed shield used, 
the excess voltage speeds harmlessly out of 
the cable into the ground. Because of their 
ability to prevent damage, certain ground- 
ing practices deserve constant review. 

Grounding is relatively simple when 
telephone equipment is placed jointly with 
power lines. The power lines help provide 


an overhead shield against lightning. 
Grounding consists of merely cutting into 
the power company’s existing system. 

In rural areas, telephone plant is usually 
installed separately. A lack of tall structures 
increases the danger of lightning strikes, 
making it necessary to install grounding 
rods every 14-mile or less. 

Low overall resistance makes grounding 
effective (15 ohms or less is adequate). 
Factors contributing to resistance are: type 
of soil, temperature and moisture of the 
soil, and the length and depth of the rods. 

Fill soils, containing refuse, ashes or 
cinders are lowest in resistance, averaging 
14 ohms. This resistance is lowered further 
as temperature and moisture increase. 

The greater the contact area between rod 
and soil, (or, the longer the rod) the lower 
is resistance. The depth to which rods are 
driven is important in two ways: (1) Deeper 
soil is less resistant than upper soils, and 
(2) In areas where freezing takes place, the 
rod should be driven below the average 
frost line. 

All of these factors should be employed 
for maximum grounding effectiveness. A 
resistance test should be taken as a final 
assurance that the installation will do 
the job. 


IMPORTANCE OF EQUIPMENT 


Grounding practices are only as good as 
the equipment used to carry them out. 
Cable protection begins with the cable 
itself. Features to look for in cable are 
uniformly low resistance and aluminum or 
copper shielding. These prevent voltage 
breakthrough and speed charges to the 
ground connection. Ground rodsand clamps 
of high-conductivity copper and high- 
strength steel take voltages rapidly into 
the ground. 

These precautions are extensive and 
involve work, but they are well worth it. 
We need only to witness the fury of lightning 
to appreciate the importance of plant 
protection. 


NOTE: More detailed information on 
this subject may be obtained by 
writing Mr. Savage at Automatic 
Electric Sales Corporation, 
Northlake, Illinois 
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MILITARY ELECTRONICS CON- 
VENTION, Biltmore Hotel, 
Los Angeles, Calif., Feb. 1, 
2, 3, 1961. 


LOUISIANA Tel. Assoc., Cap- 
tain Shreve Hotel, Shreve- 
port, La., Feb. 15-17, 1961. 


MINNESOTA Tel. Assoc., Rad- 
ison Hotel, Minn., Minn., 
Feb. 19-22, 1961. 


KENTUCKY Tel. Assoc., Phoe- 
nix Hotel, Lexington, Ky., 
March 7, 1961. 


TEXAS Tel. Assoc., Rice Ho- 
tel, Houston, Texas, March 
12-14, 1961. 


IOWA Tel. Assoc., Savery 
Hotel, Des Moines, lowa, 
March 23-24, 1961. 


INTERNATIONAL POLYTECH- 
NIC SYMPOSIA, Auditor- 
ium of the Engineering So- 
cieties, New York City, 
April 4-6, 1961. 


NEBRASKA Tel. Assoc., Corn- 
husker Hotel, Lincoln, Ne- 
braska, April 5-6, 1961. 


OHIO Tel. Assoc., Deshler 
Hilton Hotel, Columbus, 
Ohio, April 18-19, 1961. 


ILLINOIS Tel. Assoc., Pere 
Marquette Hotel, Peoria, 
ill., May 17-19, 1961. 


KANSAS-MISSOURI Tel. Asso- 
ciation, Continental Hotel, 
Kansas City, Mo., May 22- 
23, 1961. 


PENNSYLVANIA Tel. Assoc., 
Poco Manor Inn, Poco 
Manor, Pa., June 5-7, 
T1961. 


WASHINGTON-OREGON Tel. 
Assoc., Empress Hotel, Vic- 
toria, B. C., June 15-16, 
1961. 


NEW YORK Tel. Assoc., Scar- 
oon Manor, Schroon Lake, 
N. Y., June 19-21, 1961. 


CALIFORNIA Tel. Assoc., 
Hawaiian Village, Hono- 
lulu, Hawaii, June 26-30, 
1961. 
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INDUSTRY 
OBSERVATIONS 


By L. A. GRITTER 


“What’s In A Name?” 
For A telephone man in 1961. the 
answer to Juliet’s plaintive ques- 
tion could be “Plenty !.” The com- 
pany names we now use are unsuit- 
able. We need a new name to embrace 
our manifold doings. Neither “tele- 
phone” nor “telephone & telegraph” 
adequately suggests the modern serv- 
ices of our 


operating companies. 


Their derived meanings “distant 
sound” and “distant writing” con- 
vey little of our variety: to a purist 
they do not even hint at electricity. 

Telephony is in course of becom- 
ing merely an accessory in a far 
broader and more diverse service of 
electrical communication of every 
kind. We need a name for it, prefer- 
ably a single word, that will express 


what we are. 


This should not be dismissed as 
trivial. Our customers realize too lit- 
tle of our function in such things as 
television. telephotography. teletype, 
mobile radio and so forth. They are 
eenerally unaware of the essential 
part played by telephone men and 
telephone companies in space satel- 


lite and missile development. 

A concern selling ships. shoes and 
sealing wax mav well call itself the 
John Doe Company and leave the in- 
terpretation to its salesmen: but a 
utility company serving the public in 
this era of socialistic erosion is in a 
different position. It cannot afford to 
neglect any means of making its work 
and its worth better known to its cus- 
tomers, for they have the power at 
any time to vote it to death and toss 
it to the public ownership wolves. 

W © need a 


is too broad; it covers any- 


word. “Communica- 
tions” 
thing from mail delivery and smoke 
signals to intracompany propaganda. 


“Telecommunication” is also unspe- 


cific and, what is worse, too much of 
a mouthful by several syllables. Prob- 
ably we must have a coined word, 
something as new and different as the 
services it must cover. Nothing in an 
existing lexicon will do. 

Calling all philologists! We want 


' 
a word! 


Purchasing Power 
OME telephone companies permit 
their employes to take full ad- 
vantage of the company’s purchasing 
power. Anything from fishing tackle 
to furniture may be bought “through 
the company” at less than the normal 
retail cost. 

Other companies deny such priv- 
ileges. except perhaps to the “upper 
one per cent” on Mahogany Row. 

Arguments for: Employes appreci- 
ate the privilege and recognize it as 
equivalent to a considerable increase 
in wages. It tends toward a warmer 
regard for the company. 

Arguments against: It is an added 
expense, in purchasing department 
time and accounting; it is a fringe 
benefit unrecognized as such when 
bargaining with a union; and it is 
objectionable to local merchants, par- 
ticularly in the smaller communities. 

No statistics are available, but we 
gather that there is a wide divergence 
of practice and opinion in this re- 
gard. We should welcome an expres- 
sion of your thought about it, and 
any information as to the policy of 


your company. 


Transistors To Come 

669 USSIAN research in solid state 
physics is growing at so swift 

a pace that the rate of Soviet publica- 

tion in this field will probably sur- 

pass that of the United States in 5 to 

10 years.” That comment did not 


Piease turn to page 13 
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(ADVERTISEMENT) 


A Report to the Telephone Industry .. . 


OLLOWING are the highlights of 
KF a recently completed survey by an 
independent 
This 


is presented as a service to the tele- 


esearch organiza 


tion. eport—based on the survey 


phone industry. 
The 


Plastic Space) 


the new PREFORMED 


Unit is as old as the use 


need fo 


of open wire lines—and the longer the 
spans, the greater the need. This is only 
one impression to be gained by study- 


of a 


wire 


ing the results survey of longe1 


span open lines. Even longe 


spans will be used as telephone com- 


panies revise engineering specifications 
to take full advantage of the capabili 
ties of new, stronger open wires and the 


Plastic Spacer Unit. 


YOUR 


JANUARY 1, 


PREFORMED 
Plastic Spacer Unit 


Eliminates mid-span hits — permits longer spans — reduces 


construction and maintenance costs. 


Tabulation of Survey Results 
and the 


esults are 


Telephone plant men, engineers, and 


all over the country—par- The questions in the survey 
a survey studying the ap atistical of the 
of the 


survey 


tabulation 
Plastic Spacer Unit. follows: 

initial 
The lo- 
cations to which the questionnaires were 
mailed are distribution 


map included with this report. The total 


was based on an H 
} : ave you experiences mid-span 
mailing of 94 questionnaires. aS i 


hits or momentary contacts in the 


between wires of an open 


shown on the 


No—6 

Have you installed the PRE- 
FORMED Plastic Spacer Unit? 
Yes—41 No—10 


¢ 


response measurement was 72.3% based 


on the receipt of 68 replies. Seventeen new 


the questionnaires were returned 
with 
this 


Unit 


enough fo. 


Primarily, 
Plastic 


been in 


incomplete answers. 


was because the Space 
had _ not 
these telephone companies 
under 


What size Spacer did you use? 
to 12”. 


Spacer was indicated in 


service long 
The sizes ranged from 4” 
The 8 


about 33-1/3% of the replies. 


to make a thorough analysis 


various operating conditions. 


Map of questionnaire distribution. 
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(ADVERTISEMENT) 


Lineman installing a Plastic Spacer Unit. 


What was the type and size of wire 
on which the Spacer was installed? 
Sixteen types and sizes of wire 
were reported. The following are 
typical: 
.080 Copperweld 
HTL 135 
.080 Insulated copper ply 
.102 Hard drawn copper 
109 H. S. (Galv. Steel) 
How many have you installed? 
The total number of Spacers re- 
ported in replies to this question 
was 1540, for an average of 41 
per report. 
On what type open wire lines did 
you install the Spacer? 
Type Open No. of Times 
Wire Line Re ported 
Standard lines with 12” spacing 20 
Lines with 10” spacing 
(Type B Arms) 
Lines with 9%” spacin 
pony arms 
Lines supported on pole 
brackets 
Carrier line, insulators spaced 
8” between wires—16 
between circuits 
Spans adjacent to 4” point 
transpositions 
How long were the spans on which 
you installed the Spacer? 
Span lengths reported in the sur- 
vey ranged from 150 feet to 1,000 
feet, with an average length of 401 
feet. The Spacers were also used 
on some extra long test spans with 
lengths of 1,900 and 2,812 feet be- 
These extra long 
spans were excluded in determining 


ing reported. 


the average length spans in the 
survey. 

How many Spacers did you use in 
each span? 
No. of 


Space rs 


No. of Time 8s 
Re porte d 


Where did you locate the Spacer 

in the span? 

No. of Times 
Re porte d 


Location 
of Spacer 
Mid-span 
Adjacent to pole.. 
Spacers located adjacent to the pole 
were located at one-quarter and 
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three-quarter intervals along the 
span or were installed in conjunc- 
tion with transposition brackets. 


Did you place the spacing portion 

of the Spacer above or below the 

wires? 

No. of Times 
Reported 


Above wires ee 


Position of 


Spacing Portion 


Below wires aaiat plies 
(The recommended location for the 
spacing portion of the Spacer is 
above the wires.) 


Where did you use the Spacer 
Units? 

No. of Times 
Where Used Reported 
Between wires of a pair.... 39 
Between wires of adjacent 


How did you make the installations? 
No. of Times 

Method Used Reported 
Ladder truck 
Ladder +86 
Dropping wires to ground. 10 
Pulling wires down with 

handlines .... 8 
From pole or crossarm t 


If Spacer was installed at pole and 
moved out into the span, how did 
you move the Spacer? 
No. of Times Reporte d 
Pulled with one doubled 
handline 
Pulled with two doubled 
handlines 
Pulled with wire raising tool. . 
Pushed with wire raising tool. 
Pulled or pushed with other 
tool—Please enter type of 
tool used (Tree Trimmer).. 1 


2 
9 
9 
oo 





Did you apply a lubricant to the 
wire or Spacer before you moved it 
into position along the span? 
Yes—2 No—18 

1 Graphite 

1 Gun Grease 
Some of the “no” answers to this 
question probably mean the user 
did not use a lubricant because the 
Spacer was installed directly in 
the final position instead of being 
pulled into place. 


What was the average time re- 

quired to install a Spacer? 

No. of Times 
Re ported 


Installation 
Time Reported 
LO ar 15 BemOnEs: «6 6.koen es 2 
ERD MOAB So oak ccieess Sees 

5 to 10 

10 to 20 minutes. 

30 minutes to 1 hour 

Time not determined 


Some of the timing obviously was 
based on the time required to in- 
stall the Spacer once the lineman 
was in position on the pole or lad- 
der. Other reports included the time 
of moving the Spacer into position 
along the span. 

In most instances, the shortest in- 
stallation times were reported 
when the Spacer was installed at 
the final position in the span. A 
report of three minutes including 
the move of 440 feet over relatively 
rough ground, and two reports of 
four minutes including travel are 
quite significant in this respect. 


Did the Spacers do the job you 
expected? 

Yes—38 No—1 
The single “no” answer involved 
an exceptionally long span of 2,812 
feet. In this instance the Spacer 
broke. 

A number of comments to this 
question were also received, of 
which the following are typical: 
“We are awaiting the snow this 
winter which builds up and melts 
off the line regularly, as it is in a 
mountain terrain, to gain more 
knowledge.” 

“Only in two instances did slaps 
continue—we then installed an ad- 
ditional spacer and it eliminated 
the trouble.” 


“We placed them on our joint use 
REA lines.” 

“Actually saved the cost of setting 
a pole in some spans.” 

“This type spacer will eliminate 
mid-span hits under any condi- 
tion.” 


“Line does not twist on span 953 
feet across gulch.” 


Plastic Spacer Unit installed in mid-span of open wire line. 
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(ADVERTISEMENT) 


f 
| 

| 
- 








Pulling Spacer along span with doubled handline. 


elimi- 
This 


shorts, 


use of the 
trouble 
momentary 


Has 
nated 
may 


new Spacei 


any reports? 
include 
“line goes dead” and simi- 
lar reports which test O.K. and are 
found O.K. 

Yes 17 No ] 


Some of the comments to this ques- 


crosses, 


tion 
‘ Ye © 


neavy 


were; 


slaps caused by 


mid-span 
wind.” 
elimi 


that it has 


in the long spans.” 


“IT would say 


nated trouble 
“Where 


“Yes (so far). Every wrapped 


used—no trouble at all.” 


which Spacers prevent will save 


forty mile round trip, plus 


w-shoeing in winter. Could 
tremendous 


this 


prove to be a Savings, 


especially in particular ap- 
plication.” 

“Definitely.” 

“Eliminated mid-span hits.” (Two 
reports). 

“We feel it has.” 

‘Haven’t made study.” 

“It did across gulch span 953 feet.” 
“Yes had 
stalling Spacers.” 
“Have further 


lines Spacers 


have not any since in- 


had trouble on 


which 


no 


on were ap- 


plied.” 

Was the Spacer you used the cor- 

rect size for your application? 
Yes—38 No—0 


In which storm loading area are 
you located? 


Heavy—20 22 


Medium- Light 


believe of the 
Unit permit 
spans by eliminating the possibility 


Do you use new 


Spacer will longer 
of mid-span hits? 
Yes—33 


Possibly—1 


Definitely—1 
No—10 
Many of the answers to this 

question show how the new Spacer 

unit will permit longer span con- 
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struction. Typical comments were: 
feet.” (3 
feet providing area per- 
By this I the 


*s locations 


“400 reports). 
“400-600 
mean sub- 


and tree condi- 
‘Too early to say as yet.” 

“We have 450 foot spans.” 
“400-500 feet.” (2 reports). 
feet.” 

“T had 
HT! 
spacers.” 
“Not t 
feet 
ice loading in last three 
“By three 


500 spans will be 


“600 (2 reports). 
with hits on 


500 foot spans until 


trouble 195 


nstalling 
exceed 500 feet.’’ 


“350 maximum with unusual 


years.” 
two to 


using 


foot 


spacers 
possible.” 

feet.” 
**500 feet.”’ 
‘450 feet.” 
“Up to 


and 


“660 
(2 reports). 
feet if 
conducto st 


550 clear- 


ground 


ance engtn per- 
mit.’ 

“Dependent upon economics of se- 
curing ground clearance.” 

feet with 


HTL wire.” 


“500 two Spacers and 








“Our long spans would be joint in 
rural areas and possibly would re- 
two exposed 


quire Spacers in 


areas.” 


Did you use the Plastic Spacer 
Unit before and after transposi- 
tions in conjunction with a conven- 
tional pinch bracket assembly? 
Yes—5 No—31 
If your ”. did the 
Spacer Units provide any tangible 
improvements at the transposition? 


Yes—3 No—2 


answe Is “yes 


Plastic 
transposi- 
the 

Pinch 


Did 
Unit 


tio 


the 


and afte 


you use Space} 
before 
ns in conjunction with new 
PREFORMED 
Bracket? 


Yes—0 


-lastic 


No—30 


What 


the Spacer Uni 


results did you achieve when 
t was used to bundle 
reduce line 


two wires together to 


e vibration? 


Wil 
Most of the replies reflect that the 
Spacers reduced vibration. Practi- 
‘ the othe: stated 
that the amount of vibration re- 
had 


effective 


cally all eplies 


duction not been observed. 
Thus, 
offe) S ant 


1S€ of the 


vibration reduction 


ther advantage favoring 


Space units. 


ecelving 


Are you 1 ted in 
additional technical information on 


the use of the new Plastic Spacer 


10 No- 


Longer Open Wire Spans 
Reported 
this 


spans re- 


Open wire spans eported in 


the 


simila 


than 
othe 


spans will be 


lor re) 


survey were 


ported in survey. 


any 
Even longe used as tele- 
phone companies take full advantage of 
today’s the 
capabilities of the new Plastic Spacer 


Unit. 


stronger line wires and 








Spacers installed across gulch. 
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(ADVERTISEMENT) 


Spacers Can Be Used 
to Eliminate Poles 

Mid-span hits or 
dicated on spans as short as 150 feet 
n length. This is not unusual when 
one considers the gyrations and move- 
ment of open wires in a span during 
stormy weather. The wires do not move 
in unison. Instead, they swing back and 
forth and up and down in unpredictable 
patterns. As a result, any two wires, 
where the combined sag is greater than 
the separation, could into mo- 
mentary contact. On this basis, mid- 
span hits are more likely to occur where 
longer spans and greater sags are used. 
For years the possibility of 
span hits has caused telephone engi- 
neers to generally specify spans shorter 
than the stringing lengths of new 
stronger line wires would require. The 
shorter spans add up to more poles and 
substantially higher construction costs. 
The revealed that 
spans can be used without increasing 
the possibility of mid-span hits, if 
Spacers are used at proper intervals to 


crosses were in- 


come 


mid- 


survey longer 


maintain wire separation in the spans. 
Savings in construction can be 
determined by subtracting the installed 
cost of the Spacers from the installed 
cost of the poles that can be eliminated. 

The service results of Spacer equipped 
spans, as reported in the survey, are 
The Spacers keep 


costs 


equally interesting. 
the wires separated and perform all the 
functions of a pole except that of pro- 
viding vertical support. On this basis, 
the end result of using the new Spacer 
be measured by how effec- 
mid-span hits are eliminated. 
Spacers installed in the middle of a 
300-foot span make the span like two 
150-foot spans, as far as mid-span hits 
are concerned. In a similar manner, 
a 450-foot span can be made into three 


units ean 


tively 


150-foot spans by placing Spacers 150 
feet from each pole. 


New Spacer Helps Solve 
Unusual Long Span Problems 
Several unusual long span construc- 

tion problems were mentioned in the 
survey. These included a 953-foot span 
across a gulch, several river crossings, 
and similar unusual long spans. Gen- 
erally, the Spacers were installed as the 
line wires were pulled across the span. 
In other instances, the Spacers were in- 
stalled at the and pulled into 
position with handlines. The completed 
spans reacted in the wind as though a 
number of intermediate poles had been 
installed. 


poles 


Spacers Can Be Installed 
In a Number of Easy Ways 
Many methods of Spacer installation 
were reported in the survey, such as 
from ladders or ladder trucks; dropping 
wires to the ground; pulling the wires 
with a handline and pulling a 
Spacer along the span with a handline 
tool. These 
can be 


down 


or wire raising reports 


show the Spacers installed 
equally well in any one of a number of 
ways. In some instances, placing the 
Spacer at a pole and pulling into posi- 
tion with a handline may be the most 
practical installation method. Direct in- 
stallation in the final position on the 
span may be the best under another 
set of conditions. As a result, the tele- 
phone company can select any one of 
a number of procedures, according to 


individual requirements. 


Spacers Reduce Line Wire 
Vibration 
Many telephone companies reported 
that the Spacers proved effective in con- 
trolling line wire vibration. The vibra- 
tion characteristic of a long span is 


when 


less 


broken into smaller segments 

Spacers are installed. There is 
chance of damaging vibration develop- 
ing in a shorter span. As a result, the 
vibration is a 
using 


reduction of line wire 
plus benefit gained by 


units. 


Spacer 


Spacers Used in Other Ways, Too 
Telephone companies reported that 
Spacers were also used to solve a va- 
riety of everyday construction and 
maintenance problems. These applica- 
tions are illustrated by the following 
comments: 
“Used 


above 


bracket | line 


improve clear- 


Spacers on 
gateway to 
ance for lower wire.” 

“Installed several Spacers on open 
where we couldn’t 
keep span 


drops 
properly to 


wire 

anchor 
tight.” 
“We use Spacers when we have a 
broken in a_ two-wire line. 
pole and_ install 
until we 


pole 
We remove the 
Spacer units in the line 
can replace the pole.” 
The use of PREFORMED Plastic 
Spacer Units is another basic part of 
the new concept in open wire construc 
tion. This new concept includes using: 
New 
long span construction. 
New PREFORMED Communica- 
tions Ties to grip the wire at each 
pole. This adds stability all along 
the line. 
-New PREFORMED Plastic Space) 
Units to maintain separation and 
eliminate mid-span hits in all open 


high strength line wires fo. 


wire spans. 

These are the reasons why today’s 
open wire lines are stronger, more eco- 
maintain, and a 
before. 


easier to 
than 


nomical, 


better value ever 

















Spacers prevent mid-span hits. 
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STOP MID-SPAN HITS... 


BUILD LONGER SPANS 
with the 


Orecea 


TRADEMARK 


PLASTIC SPACER UNIT 


PSU 


write for: 


SAMPLE KIT 


APPLICATION 
PROCEDURES 


for Pockets 
or Practices 
Handbooks 


PREFORMED 


LINE PRODUCTS COMPANY 


=Pip= 


R 


5349 St. Clair Avenue 
Cleveland 3, Ohio » UT. 1-4900 


is a trademark which is registered 
in the U.S. Patent Office and is 
the property of Preformed Line 
Products Company. 


aeip= 
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“Industry Observations” 


(Concluded from page 8) 


come from the Kremlin. but from a 
U.S. Dept. of Commerce. O.T.S.. re- 
lease. The article points out that the 
Russians are doing excellent research 
work: that their “best 


extremely prolific and versatile and 


Ww orkers are 


seem unburdened by administrative 
and teaching duties;” and that they 
“are better informed of U. S. efforts 
than their U. S. 


Soviet efforts in solid state physics.” 


counterparts are of 


The complete }-page report ( #00- 
21923 SOVIET SOLID STATE PHY- 
SICS) is obtainable from O.T.S. for 


fifty cents. 


Common Cents 
UR telephone bill came to $4.75. 
With the addition of that iniquit- 
ous 10 per cent tax, it should have 


totalled $5.2215: but we were billed 


$5.25. The telephone company took 


the half cent. 


In response to our howls of an- 
cuish, a kindly commercial manager 
patted us on the back and assured us 
that such was the practice throughout 
the telephone industry. “Don’t think 
we keep the half cent.’ he burbled. 
“We pay Uncle Sam the total amount 
we collect as taxation. But of course 
we can't bill you an odd half cent: 


ind certainly we must not collect anv- 


thing less than the ten per cent of the 
bill that the law requires and the U.S. 
Treasury demands. What else can we 
do? After all, it is surely too trifling 
to bother about.” 

Trifling. we wondered? There are 
about 60 million customers paying 
monthly telephone bills in the U.S.A. 
Nearly all of that billing is in multi- 
ples of five cents $5.. $5.10. ete. 

: so it follows that roughly half of 
them carry an unwarranted one-half 
cent overcharge. That is. every month 
0.000.000 customers pay $150.000 


too much. an aggregate annual 
overcharge of about $1.800.000. Some 
trifle! 

We could forgive these malefactors 
if they used this huge sum to have 
themselves a good time. with perhaps 
an occasional jamboree for the hired 
help. But. no! On their own shameful 
admission. they give it to the govern- 
ment. who will use it to pay farmers 
for not farming, to bribe foreigners 
for not turning communist. and to 
subsidize the 700 commercial indus- 
tries that the government is running 
in competition with its own taxpay- 
ers! 

We are being robbed! Give us back 


our half cents! 
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Write for LSS PBX Circular! GENERAL TELEPHONE & ELECTRONICS 


Prefer Leich’s LS5 PBX 


This is the kind of PBX switchboard any business- 
man will appreciate! 


Leich's L55 PBX has a unique keyboard arrangement 
for faster, surer handling of calls. A compact 
formica-type cabinet is a handsome addition to the 
most modern office. All the modern service features 


are available. 


Unique Keyboard Arrangement 


Both push-button ringing keys and twist-push talk keys 
are in a sloping position above the writing shelf. The at- 
tendant extends calls quickly, and the writing shelf is 
completely free of keys so she can perform other office 
duties. 


Attractive Formica-Type Cabinets 


Leich's formica-type cabinets are non-flammable and 
stain-resistant. Standard finishes are Brown TV Mahog- 
any, Webb Walnut, and Blond Ash. Unfinished bay poplar 
is available on request. 


Cabinets can be changed easily. When surroundings are 
redecorated or the PBX is moved to another location, har- 
monizing panels may be ordered. 


Plus...Jack-in Circuits: 
A Cost-Cutting Bonus 
For You 


Cord circuits, operator's cir- 
cuit, and central office trunks 
are jack-in units. You can 
add, remove, or service 
equipment quickly and 
economically. 


LEICH SALES CORPORATION + 427 WEST RANDOLPH STREET + CHICAGO 6, ILLINOIS 
PACIFIC COAST: 11401 W. PICO. BLVD., LOS ANGELES 64, CAL. EAST: 3651 CONNECTICUT AVENUE, YOUNGSTOWN, OHIO 


SOUTHWEST: 1227 SLOCUM STREET. DALLAS 7, TEXAS SOUTHEAST: 5126 SOUTH LOIS ST., TAMPA 11, FLORIDA 
manufacturers of telephones, switchboards and related apparatus since 1907 








Type 80 is shaped so that the hand- 
set almost automatically ‘walks”’ 
into the cradle—cuts down off-hook 
trouble. Handset is slim and light. 


Dialing is dependable, always easy, 
unusually silent. A new dial mount- 
ing slides on and off in a jiffy 
there are no screws to loosen. 


Transmission speaks for itself in a 
loud, clear, lifelike way. Sidetone 
and nearby noises are minimized — 
line loss is largely overcome. 


Ringing is of ample volume at all 
frequencies. Ringer and ringing con- 
denser are mounted as a unit—saves 
time and prevents mismatching. 


only 
Type 80 
offers you 
all these 


features! 


Installer’s hooklock keeps hook 
down during installation—service 
man has both hands free. No calls 
are lost, no switches tied up. 


Installation requires only a screw 
driver—you save on man-hours. 
Maintenanceisrare. Components are 
screw-mounted and interchangeable. 


Every telephone you buy is an investment. Naturally you want 
the best quality...the best value. Remember these features 
about the Type 80. Remember, too, that Type 80 is available in 
10 decorator colors. To order, contact your AE salesman 
or write: Automatic Electric Sales Corporation, 
Northlake, Illinois. In Canada, Automatic Electric Sales 
(Canada) Ltd., 185 Bartley Drive, Toronto 16. 


AUTOMATIC ELECTRIC 


Subsidiary of 


GENERAL TELEPHONE & ELECTRONICS a) 





WASHINGTON OBSERVATIONS 


By ROLAND DAVIES & FRED HENCK 


ATEW 
telephone rate structures pro- 


viding unlimited interstate calling 


within specified areas for a flat 


monthly rate was proposed Friday 
afternoon. Dec. 16. by the American 
Telephone & Telegraph Co. in a tar- 
iff filing with the FCC. to become ef- 
fective Sunday. Jan. 15. 

AT&T. in a press release. said the 
new servic eC, known as wide area tele- 


phone service (WATS). 
for the 


“is designed 


customer who does a large 
amount of calling to widely scattered 
and distant points. It supplements 
both regular long distance. which is 
charged for by the call. and private 
line service. which gives a custome) 


unlimited calling between two. or 
more fixed points for a flat monthly 
fee.” 


WATS will be 


a full time basis, 24 hours a day, 


available on either 


seven days a week. or on a measured 
time plan available 24 hours a day, 
with the basic rate covering 15 hours 
of accumulated time per month at a 
flat monthly fee. and charges for ad- 


ditional use made on a per-hour basis. 


The customer will pay a flat month- 
to the 


ly rate for each “access line” 


telephone company central office. 
over which he can make as many out- 
soing calls as he desires. The rate will 
vary on an upward scale depending 
on which of the six zonal plans is 
chosen. Person-to-person. conference, 
credit card. and collect calls will not 
be included in WATS. for which the 


dialable to any area 


calls must be 


equipped for direct distance dialing. 


CONCEPT in long-distance 


@ New concept in long distance telephone rate structure, wide 
Area Telephone Service, covered in tariff filed with FCC by 
AT & T with effective date of Jan. 15; supplements message 


toll, private line. 


The access line may be terminated in 
any custome! station equipment, in- 
cluding call directors. private branch 
exchange switchboards. and key tur- 
rets. as well as telephone instru- 
WATS access lines will not be 
available for incoming calls. 

As explained in the AT&T press re- 


have a 


ments. 


lease. “a customer would 
choice of six prescribed areas that 
form bands circling his home state. 


Area take 


the size of the state involved, as well 


boundaries into account 


as the number of telephones in each. 


Buvine the first area. the customer 


would in effect pay a monthly rate 
for service to about 10% of the coun- 
state. In the 


try outside his own 


second area. he would get an addi- 
LO% 


four 


tional of the country. The re- 


maining areas would each add 


20¢¢ of the country 


Alaska and Ha- 


not included.” 


roughly another 
to his calling area. 
wall are 

\s an example of the rate structure 
AT& 1 pointed out that “A New York 
could buy full-time 


City customer 


calling to first area nearby states 
for $500 per month. or he could 
month for $200. 


buy 15 hours per 


plus $11 for each additional hour. If 
the New York City 


time service to the whole country. the 


firm wished full- 


rate would be $2250 monthly. or it 


could make 15 hours of calls per 


HIGHLIGHTS: — WATS to be available either on full time basis or 


on measured service, with 


15-hour minimum . 


. . Calls must be 


dialable to any area with d-d-d service, and outgoing service only is 


provided for through access line to central office . . . Customer 
would have choice of six rate bands radiating from whichever of 58 
zones in which he is located . . . See numerous advantages both for 


customer and telephone company ... Understood USITA “‘in all prob- 


ability” will file written “representations” with FCC. 
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month for $590. plus $33 for each 
additional hour.” 

It is expected that the Bell System 
associated companies will file similar 


with state 


tariffs their respective 


commissions for intrastate service. 
with timing depending on customer 
interest and local situations. One as- 
sociated company, the Michigan Bell 
Telephone Co.. filed) an intrastate 
WATS tariff with the Public 
Service Commission immediately af- 
ter the AT & T filing with the FCC. 


in Michigan. the state is divided 


state 


into four areas southeast. central. 


west portion of the Lower Peninsula. 
and the Upper Peninsula. A customer 
service in one of 


has choice of any 


three combinations his own area. 
his own plus one contiguous area, o1 
the whole state. Flat rates are $300 


for the first zone. $600 for the sec- 


whole state. 
are $100. 


ond, and $700 for the 


while measured time rates 
$200. and $225. respectively. with ad- 
ditional hours under measured serv- 
ice costing $6, $12. and $14. respec- 


tively. 


“The Setthement Question” 
NFORMAL reports and some pub- 
lished comments principally in 

state telephone association bulletins 
that the recently formed U.S. In- 

dependent Telephone Association New 

Services Committee had recommend- 

ed against Independents’ joining in 

the tariff as connecting companies un- 
til further information on settlements 
is available. immediately led to specu- 
lation as to the Independents’ future 
role. It is known there have been re- 
AT & T 


the settlement ar- 


cent meetings betwen and 
USITA. and that 


rangement proposed was that WATS 


revenue would be treated the same as 
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message toll. with the Independents 
to participate to the same extent as 
if the revenue were for interchanged 
message toll business. 

AT&T 
transmittal. from Long Lines Depart- 
Administrator-Rates & Tariffs 


Kastmond. said that each con 


On this score. the letter of 


ment 
fo es 
necting carrier now listed in the sep- 
arate FC( 


companies. 


tariff. which shows all such 

‘is being contacted to de- 
termine those who wish to participate 
in the wide area telephone service of 
to make the list of 


as complete as practic- 


fering. In order 
participants 
able. it is proposed to defer filing re- 
visions in (that tariff) until shortly 
before the proposed effective date of 
wide area telephone service, and to 
request special permission of the Com- 
mission to file such revisions on less 
notice. to become ef 


1961." 


statutory 


Jan; 25. 
It was understood that 
* the USITA will file 
! presentations with the Commission 
the new WATS plan. pre- 


sumably with emphasis on the settle 


than 
fective 
“in all prob- 
ability’ “written 


reg irding 


The final decision on 


made. It 


ment question. 
this. however. is still to be 
was reported late in December that. 
numerically. about 60¢¢ of the In- 
dependents in the nation had sign- 
ed up as connecting carriers for the 


new service 


Effect of the new service on. the 


message and private line services of 


common carriers was. of course. a 
matter of conjecture. In background 
material on the subject. it was esti- 
mated that a total of $129.000.000. in 
present Bell System message toll and 
private line gross revenues could go 
over to WATS service. based on cal- 
culations from business custome) 
samples on present message toll and 
private line business where the cus- 
tomer would obtain lower rate treat- 
ment through WATS. In addition to 
the WATS 


Bell companies would obtain an esti- 
offset in 


revenues. of course. the 


mated $23,000,000 esti- 


mated lower operating costs. 


Numerous Advantages For 
The Customer and Tel. Company 


W ATS is regarded as an effort to 
| 


srovide customers with calls to 
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many scattered points the advantages 
of private line service for a customer 
traffic 


has been made possible 


with concentrated require- 
ments. It 
through advances in technology. par- 
ticularly direct distance dialing and 


the newer types of central office 
switching equipment. The service is 
expected to be attractive to many 
private line users, particularly those 
using multipoint private and switched 
private line systems. 

It has been under development for 
some time. particularly as experience 
showed that communications are 
more and more essential to modern 
that 


which permit maximum use of com- 


business. and service offerings 


munications at a flat rate. such as 
private line. are preferred by many 
The latter 


flat rate service. it is felt. 


customers, 
is shown 
by the continuing interest in expand- 
ed extended area exchange services. 

While WATS obviously 


the telephone companies an addition 


will give 
to their arsenal in competing with 


private microwave systems. greatly 
licensing of which has 
the FCC. tele- 


phone company sources declare that 


broadened 
been authorized by 
the private microwave decision as 
evidenced by the lengthy period of 
developing WATS 
primary reason for the filing. 

letter of transmittal. Mr. 
that the 
levels filed “are designed to pass on 


tele- 


was not the 


In his 


kastmond commented rate 


to customers taking wide area 
phone service the operating and other 
from the handling 


savings resulting 


of volume business in the mannet 
contemplated by the offering.” 
Lowet operating cost advantages to 
the telephone company resulting from 
WATS 


following: 


are expected to include the 
operator assistance will be 
eliminated, as well as _ re- 
billing of 


maintenance effort will be re- 


venerally 
cording and individual 
calls: 
duced, as compared with private line: 
and plant efficiency will be improved 
by combining services and reducing 
peak loads. Another advantage is that 
ereater use of the service doubtless 
will be promoted, since experience is 
that services which stimulate effective 
communications 


use of encourage 


oreater use of the services. 
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acceptance of 


For the WATS customers, advan- 
tages are expected to include: lowe1 
cost per minute of use. compared 
with message toll: liberal use of com- 
munications is permitted, but with 
cost control; flexibility that is greater 
than that of private line is afforded. 
since the service is offered to all the 
telephones in the area selected by the 
high 


entire toll switching 


reliability. since the 
of the 


customer: 
network 
telephone companies is available: and 
more rapid availability than private 
line. since no special engineering is 
required. 
The AT& 


pointed out that “Since special equip- 


press announcement 
ment is needed to supply the service. 
it may not be available immediately 
in every city.” 


While 
WATS ealls is contemplated, it is an- 


customer dialing of — all 
ticipated that operator assistance will 
be required on some WATS calls un- 
til direct distance dialing is univers- 
ally available. Since the calls requir- 
ing Operator assistance in message 
toll service ‘collect. person. etc.) will 
not be included. however. operator 
assistance in WATS is expected to 


be at a minimum. 


98 Originating Zones 


A 


This includes treating each state as 


TOTAL of 58 originating zones 


are set up under the proposal. 


a unit. except that five states Cali- 
fornia. Illinois. Michigan. Ohio. and 
are divided into two 
New York 


divided into three 


Pennsylvania 
zones. and two states 
and Texas are 
zones. The divisions of some states 
were based on a combination of tele- 
phone density and/or size. 
Contiguous states would always be 
included in the first zone. plus any 
additional zones needed to bring the 
total up to 10¢¢ of the interstate serv- 
The 


approximately 


ice available. next four zones 


would 200°. 


lO, 


cove! 
O00C¢. 


oO 


and 80¢- of interstate 
service available: and the sixth zone 
would be the entire continental U. S. 
In each instance, the customer specify- 
ing service to a zone also could call 
telephones in all smaller zones under 
his basic WATS rate. For example. a 
customer specifying the third zone 


Please turn to page 39 
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y ory KY cece for telephone companies 


that sell extra services to 


business men, like... 


Kellogg-K-IA 


In all 50 states, Main Streets are humming with activity— 
the kind that means ewtra revenue for alert telephone 
management. For today, busy people need a “‘stepped-up” 
telephone system —a multiple-service unit which 

increases efficiency and reduces overhead. 

Kellogg’s K-1A1 Key Telephone System offers every 
business, Iarge and small, the cost-cutting, streamlined 
advantages of a multiple key telephone installation. A simple 
on-the-spot demonstration graphically illustrates its 

time and money-saving features. 

K-1A1 is a system business men instantly recognize and 
accept... with all the features they want and need. 

For independents, K-1A1 is another quality Kellogg 
instrument, tops in its field, that means extra revenue 

for you month after month. 

Ask your Kellogg representative to give you all the details, 


KELLOGG 


A Division of 
International Telephone & Telegraph Corporation 
6650 South Cicero Avenue, Chicago 38, Ill. 


Telephone and Transmission Dept. 
2912 Wake Forest Road, Raleigh, N. C. — VAnce 84441 


Regional Offices and Warehouses: 
CALIFORNIA: 

23 Broderick Road, Burlingame, California, 
OXford 7-5780. 

GEORGIA: 

1594 Southland Circle, N. W., Atlanta 18, Ga., 
SYcamore 4-2441. 

ILLINOIS: 

4600 So. Tripp Ave., Chicago 32, Illinois, 
CLiffside 4-4300. 

KANSAS: 

7th & Sunshine Road, Kansas City 15, Kansas, 
MAyfair 1-4418. 

NEW YORK: 

327 North West Street, Syracuse, N. Y., 
HArrison 2-9251 

TEXAS: 

1359 Motor St., Dallas 7, Texas, Riverside 7-5191. 
EXPORT: 


4600 So. Tripp Ave., Chicago 32, Illinois, 
CLiffside 4-4300. 


ITT Kellogg products available in Canada through 
Standard Telephones & Cables Mfg. Co., Ltd. 
9600 St. Lawrence Boulevard, Montreal 12, P. 9., Canada 





AUTOMATIC ELECTRIC SALES CORPORATION 


December 15, 1960 


TO OUR CUSTOMERS AND FRIENDS 


More than fifteen years ago Lenkurt Electric Co., Inc. selected 
us to introduce to you their carrier systems. Since that time it 


ications equipment of highest quality, designed and produced to 
meet your exacting standards for dependability, ease of maintenance 
and low cost operation. 


It is now desirable that Lenkurt Electric integrate all of the 
marketing function with their design, development, engineering, 

and production activities to provide you with the maximum possible 
benefits and service from their organization. We are happy to co- 
operate with Lenkurt Electric in this integration. To this end 

we are pleased to announce that our Carrier & Radio Staff, who have 
had the pleasure of serving you, will become a part of the Lenkurt 
organization on January 1, 1961, and will continue to serve you. 


We wish to thank each of you for your increasing purchases of 
Lenkurt equipment during the last fifteen years. We are confident 
that your future purchases of Lenkurt equipment will be attended 
by even greater services and benefits. 


, Yours very truly, 


t} Ty eas 
D. H. DEAVER 
President 





roducts and services will be 
irectly by LENKURT ELECTRIC 


LENKURT ELECTRIC CO. INC. 


December 15, 1960 


TO OUR CUSTOMERS AND FRIENDS 


Effective January 1, 1961, Lenkurt Electric Co., Inc. assumes the 

responsibility for marketing Lenkurt products and services to cus- 
tomers formerly served by our distributor Automatic Electric Sales 
Corporation. The resulting integration of all phases of our cor- 

porate operations should provide maximum benefits to you. 


We are fortunate that Lenkurt Electric's established marketing 
organization will be augmented by Automatic Electric's Carrier & 
Radio Staff which has ably represented our products, services, and 
engineering skills for the past fifteen years. The services of 

this group will continue to be available from existing field offices. 


Existing orders not shipped by January 1, 1961, will be transferred 
from Automatic Electric to Lenkurt Electric and after that date all 
new orders should be placed directly with Lenkurt Electric. All 
warranties now in effect with Automatic Electric will be transferred 
to and honored by Lenkurt Electric. 


We welcome this new opportunity to serve you, and by our performance 
continue to merit the faith and confidence that you have exhibited 
in our products and our services. 


Yours very truly, 


thf og da 


J. J. DOUGLAS 
President 





Keeping track of a 


One day this year, the first U.S. astronaut may 
be rocketed into a globe-circling orbit, some 120 
miles in space. Although he will be a mere dot in 
the heavens, a vast world-wide network of eighteen 
tracking stations—including two operating from 
ships at sea—will provide monitoring of every phase 
of the high-flying astronaut’s journey in his orbit- 
ing spacecraft. 

Linking each of the tracking stations with the 
project’s Space Flight Center at Greenbelt, Mary- 
land, and Mercury Control Center at Cape Canav- 
eral, Florida, will be an array of Teletype equipment 
— Model 28 page printers, automatic send-receive 
sets and punched tape units. These Teletype com- 
munications devices will record and relay flight data 


Orbiting spacecraft of NASA's Project Mercury will be tracked 
by a global arrangement of 18 communications stations. 


man in orbit 


collected by tracking and telemetering equipment 
from the spacecraft’s instruments to the Flight 
Center, where an elaborate complex of data process- 
ing machines will coordinate and interpret flight 
data and provide directive information for the world- 
wide network of tracking stations. 

Teletype Corporation is indeed proud to be a part 
of the Western Electric industrial team selected by 
the National Aero- 


nautics and Space Ad- 3 
ministration (NASA 
to build the vast com- 


munications network 
so vital to Project 
Mercury. 


Western Electric Company ine 


Dept. 66-A. 5555 Touhy Ave., Skokie, Il. 


Teletype page printer, tape punch and reader units will be used throughout Proj- 
ect Mercury's global communications network to gather and relay flight data. 
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——-E DITORIAL——— 


TUCUCULOUETCULTET AL ELUUALUUUEELLOONLLCUUAT LEDS OATLLOGLTLAEEULUAUELLTANCTONEEDENCUEUANARLAGEEUAGASELEAEEOOAEELADACEDONAGULEOUEEDOOUEOONNL/ELOGEEUOOUEDOGOAEULENEOAGECANERELUGUEOUUAADOOUEELAGENEOAEAOSANANDLOAESUAAANEU DUNE OAULOGENEOOONNLOONNOAUORCAUACHOueRnaanNesceeeUeneNONNAdnaceneaceanoneenOCeeecseseegetaEm 


“Enlightened Regulation” 


oe the Holidays we spent a pleasant few 
hours reading the proceedings of the 72nd 

annual convention of the National Association of 

Railroad & Utilities Commissioners (NARUC). 

Of course, we were pleased to learn of the 
election of our newest TE&M Author, Nebraska 
Railway Commission Chairman Joseph J. Brown, 
as second vice president of the NARUC. (See 
“Regulation and Public Interest,” page 25, De- 
cember 15, 1960 issue of TEX&M, and “Regula- 
tion and Service,” page 27 of this issue.) 

However, we were equally pleased to learn 
from our reading of the NARUC convention pro- 
ceedings that some of the nation’s regulatory com- 
missioners believe regulation should deal fairly 
upon the basis of the economics of the situation, 
rather than on the basis of the politics of the situ- 
ation. 

Somehow, as we read along we got the feeling 
that at last the regulation of public utilities in 
this country is coming to be what it was intended 
to be all the time. 

Possibly there are still some commissions, or 
commissioners, of the old school, who still believe 


the principal mission of a regulatory commission 


is to hold utility rates and charges down, regard- 
less of circumstances. 

It is certain, however, that California Public 
Utilities Commissioner Peter E. Mitchell, who was 
named president of the NARUC for the 1961 
association year, is not of that school. 

In his acceptance speech, President-elect 
Mitchell emphasized that balancing the interest 
of the investor and the interest of the consumer 
is the great job facing regulatory commissioners, 
and commented that a “utility that is starved fi- 
nancially becomes a public futility.” 

This thought was given further emphasis in 
the convention address of the newly-elected First 
Vice President of NARUC, David M. Brackman of 
the Massachussetts Department of Public Utilities, 
when he stated the regulatory bodies are charged 
with the responsibility of helping maintain the 
financial integrity of utilities under their juris- 
diction as well as guarding against excessive rates. 

“Society benefits most,” he said, “if regulation 
serves also to encourage research, innovation, and 


growth. It fails in its public responsibility when 
it succumbs to the temptation to sacrifice the fu- 
ture for the present.” 

The new NARUC first vice president empha- 
sized that “‘We are aware of the fact that approxi- 
mately 50% of every rate increase represents the 
portion that must be paid by the company to the 
federal government.” 

“It is the duty of public utilities commission- 
ers,” he said, “to bring to public attention these 
unavoidable increasing cost trends which the pub- 
lie so deplores . . . Increases in costs and taxes 
must be reflected in rates.” 

Telephone companies can take heart when out- 
standing utility commissioners think and talk like 
they did at the recent NARUC convention. We be- 
lieve such remarks indicate that polities is taking 
a back seat in regulation, and that telephone com- 
panies will likely receive sympathetic considera- 
tion of their revenue problems based on the 
merits of their case rather than upon apprehen- 
sion on the part of the commission and its staff 
over what the public will say or do about a rate 
increase. 

This is all to the good. In our opinion such 
thinking points up the fact that some of the na- 
tion’s regulatory commissioners recognize that 
public interest is not safeguarded if the utility, 
through denial of fair rate treatment, is not able 
to provide the quality and quantity of service 
needed by the public. 

When the regulatory thoughts expressed at the 
recent NARUC convention become parts of the 
rate-making philosophy of all regulatory commis- 
sioners, then, and then only, will regulation be- 
come a highly constructive element, doing more 
than any other factor to guarantee the public good 
utility plants and service. With that kind of regu- 
lation, we know the utilities can finance, expand, 
improve, and provide a quality of service fully 
justifying such regulation. 

However, we are equally sure that unless the 
thoughts expressed at the NARUC convention be- 
come part and parcel of all regulatory thinking, 
we may see definite proof of the wiseness of 
President Mitchell’s observation that a financially 
starved utility “becomes a public futility.” 


(The foregoing editortal, although copyrighted, may be reprinted in whole or in part 
without charge provided the publication’s name and address are shown on the reprint, 
four copies of the reprint are filed with this publication, and the editor is advised of 
number of reprints made. This legend need not appear on the publication.) 
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e A new, clear, 
two-part formulation 


e Provides perfect cable encapsulation 

e@ Forms a secure, weather-gas-tight seal 
@ Flexible, crack-resistant compound 

e@ Low exotherm and fast setup 

e@ Withstands pressures exceeding 35 Ibs. 
e@ Controlled pot life 

@ Controlled cable penetration 


Semper-Seal, a new epoxy-type resin incor- 
porating the advantages of proven durability, 
weather-tight sealing and transparent clarity 
for perfect cable encapsulation. The simple 
to use and transparent qualities of Semper- 
Seal enables field splices and blocks to be 
accomplished and inspected in a minimum 
of time with the visible assurity of knowing 
a solid seal has been made. Semper-Seal 
is a two-part compound consisting of a 
resin and hardener which when mixed to- 
gether create a thermosetting action. The 
compound, through its own chemical change 
will, in 30-45 minutes, become a solid, 
clear, air-tight seal. 


Write today for complete information on 
NEW Semper-Seal. 


C & S PRODUCTS COMPANY 


Windsor Locks, Connecticut 


INTRODUCING | 


fhe new clear 
cable splice 
and plugging 
compound 


Semper-Seal 

being poured 

into the plastic 
Vu-Mold which 
has been tape- 
sealed over the 
cable opening. 


Semper-Seal 
provides an 
ideal means 
of forming 
trouble splices 
on pressurized 
cables. 





Semper-Seal 
is available 
in convenient 
kits or in 
bulk form. 
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Part Two of A 
Special TE&M Report 


REGULATION AND SERVICE 


Good utility service over the long pull demands the re- 


verse of expedients. It calls for vision, and wisdom, and 


A 


foresight. Success, requires good managers and regulators 


who look to the future, evaluate its changing needs, and 


JOINT 


RESPONSIBILITY 


make sure the ability and incentives are provided to in- 


sure the best result. (Continued from the 12/15/60 issue. ) 


By JOSEPH J. BROWN* 


\ A previous article it was pointed out that the first 

responsibility of management and regulators is to 
see that high quality service is available to all. This 
article will attempt to develop that idea more fully. 

There are of course many aspects of regulation by 
state commissions. These may include rates and earn- 
ings, books and records, certificates of convenience and 
necessity. discrimination. acquisitions and mergers. 
inter-connection. securities issues. and contracts with 
affiliates, to name a few. 

But each of these is tangential to the main purpose. 
Fach assumes that the first responsibility is being carried 
out. For example. if railroad service between Smithtown 
and Jonesville is closed down, then it becomes pointless 
to fix a schedule of rates between those towns. 

The main purpose of regulation is and always has 
been to assure the customer of service. As the editor of 
Public Utilities Fortnightly has pointed out, we can con- 
ceive of utility service with an unreasonable rate. But 
we cannot possibly conceive of a reasonable rate without 
service. That would have no meaning at all. 

Sometimes people lose sight of this. They begin to 
think that fixing rates, or limiting profits. is the main 
purpose of regulation. They forget that the very first 
regulatory statutes did not authorize or even mention 
rate fixing. That came later, as a supporting step to help 


assure broad availability of service to the public. 


"Mr. Brown ts chairman of the Nebraska State Rail- 


way Commission. 


The final measure of the success of regulation must be 
found in public acceptance of the services of regulated 
industry. It naturally follows that all decisions under 
regulation should be based on the needs and wants of 
customers. In this. a regulated company is no different 
from every other company. 

Any business depends on public and customer accept- 
ance for its success. The customer is the reason for its 
existence. 

As Theodore Levitt of the Harvard Business School 
pointed out recently. “The corporation must be viewed 
as a customer-creating and customer-satisfying organ- 
ism... The organization must learn to think of itself 
not as producing goods or services but as buying cus- 
tomers, as doing the things that will make people want 


to do business with it.” 


The Customer’s Interest 

ITTING where I do in Lincoln. I have the strong 
h impression that the most successful companies keep 
the customer’s interest foremost at all times. 

The customer today is keenly aware that he lives bet- 
ter than his grandfather lived. And he expects his chil- 
dren to live still better. He is conditioned to this expecta- 
tion by his daily newspaper. which tells him about re- 
search achievements. technological advances. new prod- 
ducts. and rising production levels. 

There was a time when the cobbler’s boy expected to 
be a cobbler, too. probably living in the same house. 


eating the same foods, and suffering the same privation 
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as his father. This attitude of pessimism is now part of 
the past. The American people show innate optimism 
today when they talk of their future. They expect it to 
be better. And it is up to business, including regulated 
business, to make their expectations come true. 

This requires constant effort to improve. And it is 
heartening to see such efforts being made. It seems to me 
that the modern utility is very different from the utility 
of the prewar era. Even its physical appearance contrasts 
with that of the past. The building front is modern, like 
that of other businesses. The oak counter and cages have 
disappeared from most business and ticket offices. Where 
surroundings were somber, they are now bright. airy 
and tastefully decorated. 

And the service has improved to match. There are 
many examples. Dial telephone service has replaced 
manual. Color telephones adorn many homes. Long dis- 
tance calls are dialed through by the operator or the 


customer. Railroads have placed in service vista dome 


UAEEROAONOOUDODANENGONAUODOOREAOLAUOOOUOOONOEANSOGAOOOTEDUEDANGNONOUUAUOREEOUUGEGDOUEOOOODROREASOUAOONERDEOAUOOAOTU DO SREEOOEROOEE OBOE REAGECEOEOHIEEY 
“Good utility service, over the long pull, demands the 
reverse of expedients. It calls for vision and wisdom 
It calls, above all, for foresight . . . This places z 
premium on careful planning for the future. It call: 
for a recognition of problems before they become 


4 


& 


problems.” = 
z 


SUOVVGANAUNNNOUODODERAEAANAUOOUAEDAGAAAAOOOEOONOHONUETEDEGEOUUSS OOO TONECUCEEUAEOUTN, EOEGAEEUOOODETEREREROGHOUELUEOREOEORENUTINOUEREEEEEIECUIOCEIEEE ETE 


sight-seeing accommodations, roomettes, slumber coaches 


and snack bar counters. Buses have installed lavatory 
facilities and, in some instances, hostess service. Ait 
lines have come from a single motor plane to the modern 
four-engine jet which carries upwards of 100 passengers. 
and are in the process of installing a multi-million dollar 
instamatic reservations system. Public acceptance of 
these improvements speaks for itself. 

But it is not enough to think only in terms like these. 
It is possible to make broad improvements and still 
leave the public dissatisfied. 

Let us never forget that the public is made up of in- 
dividuals. Each prizes his individuality. Each has indi- 
vidual problems and expects a modern business to meet 
his individual wants and needs. 


The Antagonistic Customer 
, I HAVE watched utilities operate over the years, 
I have noticed that almost every antagonistic cus- 
tomer got that way because of some single incident of 
misunderstanding or unsatisfactory dealing with the 
company. I used to hear of cases like this arising from 
overzealous application of company rules concerning the 
use of certain services or equipment. I am happy to say 
I hear fewer of these today. 

In dealing with the daily problems of individual cus- 
tomers, utility representatives must center their atten- 
tion on finding ways to satisfy the wants of the individ- 
ual. The attitude should not be centered on an overly 
restrictive set of company practices. 

In other words, those who deal with customers should 


aim to find ways to say yes, not respond to certain dif- 
ficult requests with an automatic no. 

For a utility this is even more important than for 
other business, where the unhappy customer can often 
walk next door and get the same product. Proper atten- 
tion to individual customer needs will prevent resent- 
ment, which often leads to letters requiring time and 


attention by regulators. 


Three Aspects of Rates 
N CONSIDERING the question of service availability. 
‘ rate making is vitally important. Rates should be set to 
help further the aim of making service available to all. 
[t seems to me there are three aspects of rates which 
merit discussion here. 

First, and most obviously, rates should be rea- 
sonable. This is easy to say, but not so easy to measure 
in practical terms. In most cases there is no competing 
business providing the same services, against which a 
utility's price levels can be tested. 

As a practical necessity, therefore, regulation has cen- 
tered its attention on profits rather than prices. But the 
price is still the basic objective. It should be set at a 
level which makes the service available and useful to 
the greatest possible number of people. When regulators 
look at profit levels, they should keep this basic objective 
clearly in mind. It seems to me that today’s demand for 
utility services speaks clearly as to their success in doing 
so. 

In almost every regulated field, public demand has 
never been higher. If the public considered utility prices 
anything but attractive, this would not be true. 

Second, it is important that customers find the 
rates easy to understand. If rate structures become 
so complex that prices of various services confuse the 
customer, his confidence in both the utility and the 
regulator will be quickly undermined. Even worse, if the 
customer feels there is some inequity or discrimination 
in the prices he pays, he will resent this keenly. The 
multitude of tariffs filed in s me large railroad and tele- 
phone rate cases offers many opportunities for study of 
possible simplifications. Too many prices, arising from 
too many pricing steps, is a danger to be guarded against 
with care. 

Thirdly, rates should be such as to promote 
the greatest possible usefulness of the service 
and the plant committed to it. The more use of the 
service, the greater the value of the service, and the 
more the customer will get for his money. Lower rates 
for night and Sunday long distance calls help to en- 
courage more usage of the plant during slack hours. 
Surface and air transportation facilities for passengers 
are using family-rate fares to stimulate interest and 
induce increased patronage. 

In general, I am convinced that the public is not 
ordinarily looking for the cheapest utility service any 
more than it always seeks the lowest priced article in 
other commodities. Peopic are looking for good service 
and are willing to pay a fair price for a first-class service. 
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Oscar Wilde once said that a cynic knows the cost of 
everything and the value of nothing. Intelligent man- 
agers and regulators must watch the costs, but they 


should pay equal attention to the values. 


“Competitive Vigor” 
= development of recent years directly affects 
costs and values. This is the marketing effort of 
many utilities. | see employe publications of many com- 
panies and it is refreshing to note how much emphasis 
utilities now lay on marketing forums and sales com- 
petitions. Some show all the competitive vigor of a de- 
partment store. 

This is a healthy development. Sales efforts pursued 
vigorously can contribute to company earnings. and so 
reduce the frequency of rate increases. Thus these ef- 
forts serve to partially protect the basic rate-payer from 
the inroads of inflation. This clearly helps to increase 


the number of people who can afford to buy the service. 


“That Excise Tax” 
REGRET to point out that the excise tax on trans- 


portation and telephones has the reverse effect. By 


increasing the total price to the customer, this tax re- 


duced the number of people who can and will buy the 
service, 

This tax began as a wartime emergency measure, 
aimed at restricting unnecessary use of these services 
and providing needed wartime revenue. Major warfare 
is now 15 years past. Yet the tax remains. 

Any fair-minded person would agree that it is unfair 
to tax vital public services on the same basis as luxuries 
like liquor, tobacco, jewelry and furs. This is the most in- 
equitable feature of the entire tax structure today. 

The Nebraska Commission recently adopted a reso- 
lution urging that this tax be dropped. We sent this reso- 
lution to the Nebraska delegation in Congress, national 
government leaders, and all other state regulatory com- 


missions, hoping to stimulate the removal of this burden 


on the users of these services. 

A few people talk of transferring the 10% telephone 
tax to the states. This would just perpetuate the discrim- 
ination. What other service or commodity is burdened 
with a 10% sales tax by a state? I know of none. Nor 
is there any reasonable cause to single out the telephone 
users for such unfair treatment. 

This tax is simply an expedient the kind of ex- 
pedient which is not in the long-term interest of the con- 
sumer. Good utility service over the long pull demands 
the reverse of expedients. It calls for vision and wisdom. 
It calls above all for foresight. This is perhaps even 
more true of utilities than of other industry. 

The reason lies partially in the length of time required 
to engineer, manufacture and install utility plant. Many 
months from the time engineering begins on a new piece 
of plant until it goes into service are required. 

Service will go downhill fast if it is not in use when 
it is needed. And costs will go up if it is in use before 
it is needed. To further complicate the matter, the cus- 
tomers don’t stay put. They move. And customers change 
their requirements for service. 

All this places a premium on careful planning for the 
future. It calls for a recognition of problems before they 
become problems. 

Commissioner Alan S. Boyd of the Civil Aeronautics 
Board said recently, “Our major effort should be to 
foresee problems and outline solutions . before they 
happen, rather than running along behind trying to catch 
up with the problem to see which way it turns.” 

Success in this effort requires managers who apply 
close analysis and careful judgment to forecasting where 
cities will expand and what services the customer will 
want in the future. It requires managers who plan so 
money will be available when it is needed. 

And success calls for regulators who also look to the 
future. evaluating its changing needs, making sure the 
ability and incentive are provided to insure the best 


result. To Be Continued. 


“Rates should be such as to promote the greatest possible usefulness of the service and the plant committed to it 
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Public Relations In the ‘60s 


During the 60’s, more than ever before, the attitudes 
and opinions of the various “publics” will determine 
the future of the telephone company. 


PUBLIC 
RELATIONS 
GUIDEPOSTS 
FOR 1961 


Poor public relations — or merely passive, inactive 
public relations — on the part of even the smallest 
telephone company will mean disaster. 


Regardless of the size of your company you need a plan 
of public relations action, and your pian of action 
should be keynoted by the word “inform.” 


By R. 


HE economists tell us that we are on the threshold of 

prosperity as we have never known before in Ameri- 
ca. As the “war babies” of the early 10’s become part of 
the buying public, opportunities in this business of ours 
become almost unlimited. Experts are forecasting an 
astounding increase in the spendable income of the aver- 
age family during the 60’s They also see the gross 
national product continuing to increase to new highs 
perhaps to $700 billion by the end of the decade. 

But my purpose is not to merely go over what the ex- 
perts have already written about the sixties. The big 
question is how we and this industry of ours are going 
to fit into this picture of the soaring sixties that has 
been painted so beautifully for us by the economists. 
Will our prosperity parallel the prosperity of the nation? 
Or, will the telephone industry fall behind? 

How we prosper in the sixties will depend upon hou 


squarely we meet the challenge of this decade. 


The Management Job 
HIS challenge calls for telephone company manage- 
ments to take a courageous course of action that 
will include a great deal of long range planning and the 
expanded use of management skills so necessary in run- 
ning the business. 
There will be no place in the telephone industry dur- 


*Mr. Post is director of public relations, Southwestern 


States Telephone Co., Brownwood, Texas. 


POST* 


ing the 60’s for the telephone company manager who 
cannot accept change — because the telephone company 
that is operated in the 60’s like it was in the 40's or even 
50°s will not be able to rise up to the challenge of the 
new decade. 

We're in a period of change because the very makeup 
of the people in this nation is constantly undergoing 
change. The population is shifting, altering in character, 
and those who control the purse strings are ever chang- 
ing their ideas about what they will buy with the spend- 
able dollar. Will it be spent on a big car or compact 
car? Hi-fi or TV? Boat or movie camera? Deep freeze 
or clothes drier? Just because there will be more con- 
sumers with more dollars to spend doesn’t mean neces- 
sarily that they will spend those dollars with us. 

I assume that many industry members think that today 
they are getting as large a share of the customer’s spend- 
able dollar as in years past. Rates for telephone service 
have been raised several times since the war and — after 
all we have all become “merchandising conscious” 
in the last few years. However, if you think you're get- 
ting your share of the customer’s spendable dollar, you’re 
likely to be mistaken, as we were recently. 

We secured from the Department of Commerce the 
per capita personal income for 1929 and 1959 for each 
of the four states in which we operate. Using govern- 
ment estimates for the average number of persons per 
family, we figured average family income per state. 


We then computed the average cost for telephone serv- 
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ice per user, or the total revenue we retained per tele- 
phone, including exchange service, toll service, miscellan- 
eous service, etc. It can be presumed this figure would 
be the closest approximation of how much the average 
family spent for telephone service. 

I'd like to tell you of the results for Oklahoma. In 
1929, average family income amounted to $1,930 while 
this figure had increased by 1959 to $5,890. This is an 
increase in family spendable income over this 30-year 
period of 205 percent. 

What happened to our revenue per telephone in 30 
years? In Oklahoma, it increased from $35.43 to $91.93, 
or an increase of 159 percent. In other words, while the 
average family spendable income was increasing in 
Oklahoma by 205 percent, our share increased by only 
159 percent. 

To put this another way, 30 years ago the average 
family in Oklahoma was spending 1.84 percent of its 
spendable income on telephone service, while in 1959 
this average Oklahoma family was spending 1.56 per- 
cent of its spendable income with the telephone company. 
Will our share of the dollar continue to decrease during 
the 60’s? By 1970, nine out of 10 families in the United 
States will have discretionary income. But, will they be 


spending it with the telephone company ? 


The Decade Ahead 

HE decade ahead is going to be tough. The competi- 

tion is going to become more intense. Not only for 
the spendable consumer dollar, but for the investment 
dollar too. The tight money of today may be only the 
beginning. Look at the great amounts of money that will 
be necessary in the 60’s to finance the mammoth high- 
way building programs, the hundreds of thousands of 
new homes, and the necessities for a growing population. 

It has been estimated that every time a family moves 
into an urban area there is a necessary investment of 
from $20,000 to $30,000. In other words, financing 
amounting to that sum is required for each new family 
in order to furnish the new homes, sewerage systems, 
communications facilities, highways and streets, shop- 
ping centers. etc. 

When you figure that there will be 35 million people 
added to the population of the United States during 
these 10 years, you get some indication of the tremend- 
ous capital demands during the 60's. Money for finane- 
ing will become next to impossible to secure for any 
telephone company whose earnings are inadequate or 
whose management philosophies are not flexible enough 
to stay in tune with the times. 

Yes, the sixties will be a decade of competition. Un- 
fortunately, many telephone companies will not rise up 
to the occasion and will thereby become victims rather 


than beneficiaries of this new era. 


The Public Relations Job 
ITHOUT minimizing the importance I have given 
to such things as long range planning, better man- 


agement skills, adequate earnings, and the like, I want 


you to consider an aspect of the telephone business which 


may well make the difference between success or failure 
in the 60's and that is public relations. During the 
decade ahead, more than ever before. the attitudes and 
opinions of the various “publics” will determine the ulti- 
mate future of the telephone company. 

During the 50’s, the term “public relations” came 
into prominence as we began to take a new look at our 
customers. No longer were we merely “order takers” as 
the shortages of equipment which resulted from World 
War II were alleviated. We caught up — and didn’t have 
the war to blame for service deficiencies. 

The public realized at that point that telephone sub- 
scribers no longer had to sit back and be denied service 
they desired and were willing to pay for. In other words, 
the customer status changed, so to speak, from “servant” 
to “master.” and the telephone company found that its 
relations with the public must be good in order for the 
company to stay in existence. 

Public relations went through this evolution during 
the 50’s. We all became public relations minded, at 
least to the extent that we began to realize the great pow- 
er the public can exercise on the environment in which 
the telephone company large or small — must operate. 

But, what about the 60’s? Will public relations con- 
tinue its evolution? What effect will public relations 
have on the telephone business as it faces the challenge 
of the decade? Can public relations effort increase 
earnings and aid in meeting competition not only for the 
spendable consumer dollar but for the financing dollar 
as well? 

I sincerely believe you will find public relations tak- 
ing on new and increased importance in the telephone 
business during the 60°s. The techniques of public rela- 
tions will be changing and it will be imperative that the 
telephone company manager keep up with them. 

Through strong public relations, the telephone com- 
pany will find prosperity as we have never seen it before. 
Poor public relations or merely passive, inactive 
public relations on the part of even the smallest telephone 
company — will mean disaster. The public will not put 
up with a telephone company that doesn’t explain its 
policies and actions and that doesn’t make its public a 
part of its day-to-day operation. 

So let’s take a look at what we can do, public rela- 


tions-wise, to meet the challenge of the 60’s. 


Recognize Your “Publics” 
IRST of all, may I suggest that you recognize your 
publics — and you have many. Define your various 
publics and get to know them well. You must know who 
your public is if you are going to develop a program of 
public relations action. And, don’t get the idea that all 
your publics can be lumped into a “John Q. Public,” — 
mister average subscriber. Let’s look at some of your 
publics and sub-publics. 
Your subscribers comprise your largest public, 


but let’s break down this public to more specific publics 
Please turn to page 34 
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FEATURES OF THE F-80A PBX 


COMPACT~—Takes only 8 square feet; rolls easily 
through standard doors—on and off passenger ele- 
vators 

QUIET-—Thick acoustical insulation inside doors 
and sides makes unit practically free from noise 


EFFICIENT—Twenty-four-hour service, with or 
without attendant. 

DEPENDABLE~—Time-proven components assure 
uninterrupted performance of dial system. 
MOBILE-Large rubber casters permit exact posi- 
tioning anywhere. Flexible—push it against wall, 
pull out for inspection . . . lock in place. 
SINGLE-PARTY LINES—provide fast service 


RESTRICTED SERVICE-—provided on a per line 
basis 


DIRECTORY NUMBERS-—simple, two-digit numbers 
for trunks 


CALL DISTRIBUTION-—calls are distributed over 
the finder-connector links by a single rotary switch 
type allotter circuit. 

NIGHT SWITCHING—permits predetermined sta- 
tions to be connected with central office trunks 


TRANSFER SERVICE-permits incoming call to be 
answered at any station simply by dialing into 
circuit; call may be extended once. Especially use- 
ful at night for watchmen or at any time during 
attendant's absence. 


TIE-LINES—provision for tie-lines, of course! 


EMERGENCY OPERATION—emergency service to 
central office by switching to the night trunk con- 
nection in the event of a temporary AC power 
failure. 

GENERAL FEATURES-~—dial tone, busy tone, ma- 
chine ringing, immediate ring trip, and ring-back 
tone are standard. 

SPECIAL FEATURES—Conference Service, Code 
Call equipment and Executive Right-of-Way may 
be supplied as extras. 

POWER-—48V DC is supplied from a 6-ampere bat- 
tery eliminator. All power equipment is mounted 
within the cabinet. 





F-80A XY PBX 


Double capacity 
No increase in price* 


No increase in space 


The F-40A Dial PBX has long been recognized for its all-around excellence. 
| Now Stromberg-Carlson offers you the same quality features (see facing page) plus 
| many more in the new F-80A. You can now furnish your commercial subscribers with 
| double the capacity in the same amount of space. No increase in price. 
r ia, | Ask your Stromberg-Carlson representative how we did it! 
The capacity of the F-80A is 80 lines—14 trunks—14 links. Its flexibility is unmatched. 
® Universal trunk jack permits use of any of 5 types of trunks or any combination: 
1. Combination trunk associated with turret. 2. Combination trunk associated with cord-type attend- 
ant’s cabinet. 3. E & M dial to dial trunks. 4. Loop dial to dial trunks. 5. Ring-down trunks. 
¢ Attendant’s turret can be the regular F-80A Cordless or the cord-type cabinet. 
¢ Expansion is by jack-in circuit plates. 
PROMPT DELIVERY! Contact your Stromberg-Carlson representative now. In Atlanta call TRinity 


5-7467; Chicago: STate 2-4235; Kansas City: HArrison 1-6618; Rochester: HUbbard 2-2200; San Fran- 
cisco: OXford 7-3630. *Priced right! Ask our representative to prove it. 


STROMBERG -CARLSON 
a oivision or GENERAL DYNAMICS 





“Public Relations In The Sixties” 


(Concluded from page 31) 


you must reach for successful public 
relations. Your principal big toll users 
of course, are a specialized public of 
utmost importance. Then, you have 
residential and business 


your your 


subscribers —- two separate publics. 
Your PBX subscribers are special 
publics. Your party line users make 
up a public which needs special at- 
tention. Each of these subscriber pub- 
lics must be cultivated during the 
60’s as never before. 

Another important public is 
your employes group, as what em- 
ployes do and say about their em- 
ployer permeates the subscriber pub- 
lics. It has been proved that public 
attitudes are reflections of employe 
attitudes, since the average subscriber 
learns more about the telephone com- 
pany from employe contacts than 
from any other source. 

Your employe public might be sub- 
divided into management and _ non- 
management employe publics. Your 
employe publics would also include 
any unions which might represent any 
segment of the employe group. Dur- 
ing the 60's, your employe public, re- 
gardless of size, may be the key to 
unlock major public relations prob- 
lems in your company. 

The third big public is the pub- 
lic of key thought leaders in your 
community. This, we could divide 
into such sub-publics as city and 
county officials, bankers, church pas- 
tors. educators, newspaper editors 
and publishers, and the list could go 
on and on. 

You must reinember that these are 
the people who mold public opinion. 
- and the fol- 


lowers listen to opinions of the com- 


They are the leaders - 


munity leaders. Any public relations 
program must recognize each group 
of key thought and opinion leaders 
and must cater to them. 

You have a fourth public if 
there are other owners in your busi- 
ness. Our company has better than 
10,000 stockholders, a most important 
public without which we could not 
be in business today: — Your own- 
ers, whether they be few or many, are 
a public which must be included in 
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your public relations plans for the 


OOs. 


An Important Word — “Inform” 
NCE you define your publics, you 
are ready to plot your course of 

action for the 60’s. And regardless of 

the size of your company, you need 

a plan of public relations action for 

the period ahead, because without 

approval environment 


public your 


and climate will not be conducive 
to profitable operation. 

Your plan of action with your vari- 
ous subscriber publics should be key- 
noted by the word “inform.” Yes, 
inform: inform of your every ac- 
tion, policy, future plans of any 
action that will affect the subscriber 
and his telephone service. 

Inform not only through the writ- 
ten word, but inform “in person” by 
planning more central office visits 
and open houses during the new de- 
cade. Show off your operation and 
your business to advantage. 

Your plan of public relations action 
with your employes will also include 
providing a great deal of information 
about the company, its operation to- 
day and its future tomorrow. Use the 
employes to spread the news about 
your company. 

Encourage your employes to take 
a part in community activities and 
to exercise their American right at 
the polls as good citizens. Your com- 
pany won't be thought of in the com- 
munity as a good corporate citizen if 
first your employes are not good citi- 
zens of the community. 

Good corporate citizenship goes 
even further; It means contributing 
a fair share in time and money to- 
ward worthwhile charities, as an ex- 
ample. In the 60’s, no business will 
be able to isolate itself from the life 
of the community and expect to con- 


tinue reaping community benefits. 


Advertising 
y OU don’t want to forget advertis- 


ing as an integral part of your 


public relations in the 60’s. I person- 
ally don’t see how a telephone com- 
pany can exist in this day and time 


without advertising. True, in the 
smaller towns, your advertising media 
are rather limited. But, don’t forget 
the country weekly newspaper. Most 
of your subscribers probably read a 
metropolitan paper too, but they are 
inclined to read the country weeklies 
closer and to absorb its advertising 
messages. 

During the 60s, you are going to 
need to get your message across 
through strong newspaper ads. Inci- 


dentally, the USITA’s 


Committee, of which I’m a member, 


Advertising 


works closely with the telephone Ad- 
vertising Institute to provide news- 
paper mats and advertising to mem- 
ber companies at an extremely rea- 
sonable cost. 

this 


service. It is the real answer to the 


Our company subscribes to 
problem of advertising for the smaller 
company, as ads are available in sizes 
ranging from one column by five 
inches to three columns by 10 inches. 
If you want more information on this 
service, write to USITA. 

The Telephone Advertising Insti- 
tute also makes available other adver- 
tising aids especially helpful to the 
smaller telephone company operator. 

Only by providing this material to 
other companies all over the nation 
is the Advertising Institute able to 
But 


whether you use their material or 


exist on such nominal fees. 
material of your own, never under- 
estimate the power of advertising. 
After all, nine out of 10 purchases 
made today can be attributed directly 
to advertising. This is not likely to 
decrease any during the 60s. 

Actually the most amazing thing 
about your public relations in the 
60’s is that they won’t cost you much, 
because after all — public rela- 
tions is more of a frame of mind, a 
philosophy of business, than anything 
else. Alienate your company’s poli- 
cies and actions to your publics and 
then tell your story to those publics 
in the most forceful, dramatic ways 
possible and let your good public rela- 
tions catapult your company to the 
heights of prosperity during the 60's. 


— Mr. Post presented this address at 
the 1960 convention of the Oklahoma 
Telephone Association. 
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SUB - HARMONICS 
and 

OVERTONES 

By C. D. EHINGER 


Pres., Citizens Telephone Co., Decatur, Ind. 


“Fundamentals of Simplex & Phantom Circuits” 


Jim Desmond continues his discussion concerning simplex cir- shown in Figure Three.” 

ee. h: : ite sets. and tvpes of signallin “By golly, Jim,” the Kid spoke up, 

cults, phantoms, composite sets, and types Of sig g. “that’s pretty neat. You mean that 

I can have two conversations on one 

ee R&JOW, KID, let me show you’ phase. In other words, they are pair of wires and the two conversa- 
why these telephones T; and identical and are bucking each other tions will not interfere with each 

T, can carry on a conversation with and, therefore, cancel out and cause other?” 

each other and not interfere with T,; no current flow through T, or Toe. “You're so right, Kid!” 


FIGURE FOUR. 


and T>. If you will look at my sketch By the same token, when T,; and Ty. “Well, Jim — if what you say is 
you will see that the voltages across are talking to each other, T; and Ty OK, why don’t we use that scheme 
the secondary of the coil also appear will not be able to hear the conversa- between our Aurora and Cook ex- 
across the primary of the coil. How- tion because the current paths for changes? We have all kinds of cir- 
ever, they are equal and opposite in T, and Ts follow the path I have cuits that are being used as EAS 


a 


FIGURE THREE. 
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trunks between the two exchanges 
and yet Jim and I have to snag one 
of them to use as an order wire 
whenever we are working at each ex- 
change. We sure could use some kind 
of circuit just for maintenance pur- 
poses — don’t we have a spare sim- 
plex. or something, so that we could 


use this scheme?” 


“Out Of A Child’s Mouth” 

IM looked at the Kid and started 

to speak hesitated and 
finally spoke. “You know, Kid, may- 
be there’s something to the saying 
child’s Chet 
Hearne has been after me for months 
concerning the fact 
have any kind of order wire between 


‘out of a mouth’ — 


that we don’t 
those exchanges and either have to 
steal some toll circuits or some inter- 
office exchange trunks and, come to 
think of it, we do have a circuit 
where a simplex leg isn’t being used. 
By golly,” Jim rubbed his chin 
rather thoughtfully, “we could rig 
up a couple of EE-8 Signal Corps 
mag telephones and give you an or- 
der wire until such time as we have 
enough circuits to spare on a full 
time basis. Maybe I should discuss 
fundamentals with you more often!” 

The Kid squirmed with delight and 
a self-conscious smile traveled across 
his face — “Glad I had a useful 
idea for once,” he muttered. 

Jim picked up his paper and pen- 
cil again. “Well, getting back to the 
phantom circuits — let’s say that we 
have two simplex circuits that are 
not close together physically but ter- 
minate in the same point at both 
ends. By ‘not close together physical- 
ly’ I’m asking you to assume a 
rather ridiculous situation where one 
of the simplex circuits is on one road 
and the other is on a road a half-mile 
or a mile away from it — in other 
words they are not on the same cross- 
arm or even on the same pole lead, 
but they do terminate in the same 
spot at both ends” Jim sketched 
on paper ( See Figure Five). 


Two Simplex Circuits Together 


Co OW, 


ground return for the simplex 


instead of using the 


circuit, why not go a step further 
and make it a metallic return,” Jim 
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FIGURE FIVE. 


said. “I can put two simplex circuits 
together and I again have the situa- 
tion which prevailed in my sketch in 
Fig. 4 with the only difference be- 
ing that I am using a fully metallic 
circuit for Ts and Ty rather than the 
ground as a return path as I did in 
the simplex circuit. Do you follow 
me, Kid?” 

The Kid nodded “Yes, that’s 
simple enough. You have just taken 
two simplex circuits rather than one 
and you again have a talking path.” 

“That Kid, is the nubbin of what 
we call a ‘phantom’ circuit. In this 
case we actually have only two cir- 
cuits, but we have obtained a third, 
or ‘phantom’ circuit, merely by means 
of simplexing each circuit, and we 
can have three simultaneous conver- 
sations going without any interfer- 
ence with each other. The phantom 
circuit does not interfere with con- 
versations on any of the two side cir- 
cuits because the voice currents split 
equally down each side of the line 
just as they did in the simplex cir- 
cuit where I sketched the current flow 
separating equally into each side of 
the pair. Keep in mind now, Kid, 
that I have used a special case here 
wherein each conductor of either side 
circuit is an exact mate for the other 
conductor and is balanced.” 

“What do you mean — ‘balanced’ 

- Jim? That term always sort of 
floors me.” 

“Well, Kid, in this particular case 
I mean that each wire not only has 


the same dc resistance as the cor- 
responding wire, or conductor, that 
makes up the pair, but also has equal 
exposures to ground and other ob- 
jects, so that its capacity to ground is 
identical to its mate. Don’t forget 
that I’m also talking about a very 
remote situation here — I specifically 
said that each circuit was separated 
from the other circuit by quite a 
wide distance — a mile or so.” 
“Yeah. I caught that, Jim. Is that 
what you have to do when you make 


phantom circuits?” 


Phantom Circuits Must Be 
Economically Feasible 
66 F COURSE not. Kid — 


would ruin the whole point 


that 


and reason for phantom circuits - 

if we had to build two separate leads 
in order to pick up phantom circuits 
there would be no economy at all in 
such a situation. We actually put our 
four conductors for each phantom 
group on the same crossarm of a 
lead so that we can easily pick up 
these extra phantom circuits without 
spending a great amount of extra 
money. Now, when we actually put 
these four conductors on the same 
crossarm, we bump into a little dif- 
ferent problem than we do when we 
would have the unusual situation of 


two pairs widely separated. The dif- 
ference is that we now have the case 
where it is much more difficult to 
arrive at the balance. 

“In other words, it is quite a dif- 


1, 1961 TELEPHONE ENGINEER & MANAGEMENT 








These illustrations are actual size tracings of TWO 


Ericofons superimposed on an actual size tracing 
of the next smaller phone on the market! 
The Dynamic Force In The Telephone Industry Eran 


NORTH ELECTRIC COMPANY \y_4/ 
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ferent problem to have each con- 


ductor of the group maintain the 
same capacity to ground and to each 
of the other three conductors, keep 
the same de resistance in all four 
conductors, have the same exposure 
to any foreign ac voltage, and so on. 
In order to keep such balance for all 
four conductors, we transpose not 
only each pair of the group, but the 
enitre group in an orderly and set 
manner. These are called ‘transposi- 
tion schemes’ and must be followed 
quite carefully and accurately in or- 
der to have circuits that do not have 
excessive crosstalk and noise.” 
“Actually, the transposition 
schemes allow each conductor to be 
exposed to each other and to un- 
wanted voltages in such a way as to 
allow any induced noises to cancel 
out. This wouldn't be the case if we 
simply strung four conductors down 
a pole line and kept the same pin 
position for the entire length.” 


The Kid interjected “Frankly 


Jim. I don’t follow vou at all on this 


Telephone Cable 


BOOKLET from The Okonite Co.. 
Kennecott Wire & Cable Div. gives 
data on unit type. paired exchange 
telephone cable. including specifica- 
tions, mechanical characteristics and 
construction details, and description 
of protective coverings. Specifica- 
tions’ section includes charts present- 
ing data on (1) standard types of 
twist of 


cable: (2) color code: (3) 


pairs; (4) density of cable: (5) di- 
electric strength; (6) conductor re- 
sistance: (7) transmission loss: and 
(8) guarantee on defective parts. 
To obtain your copy write Adver- 
tising Manager, The Okonite Co., 
Kennecott Wire & Cable Div.. Dept. 


TE&M. Phillipsdale, R. I. 


Starlite Sales Kit 

STARLITE telephone sales aids, 
»romotion tips and display ideas have 
been incorporated in a new sales kit 
which is now available from Auto- 
matic Electric Sales. 

An attractive jacket-folder contains 


all the sales material needed to in- 


transposition scheme business, and 
I don’t see how flipping them around 
on the crossarm will help make our 


circuits quiet and elminate crosstalk.” 


Transposition Scheme 
Theory Is Complex 
6¢f REALIZE that, Kid 


haven't done a very good job 


and | 


of explaining it to you. Transposi- 
tion schemes are a pretty complex af- 
into 


fair and a lot of research went 


working out the various schemes 
which we use. Just accept the fact 
right now that they do work, and 
when you're a little further along in 
the business I'll go into some of the 
theory of transposition schemes with 
you.” 


The Kid sighed 


this seems to be typical. I have a 


“By golly. Jim. 


pretty good idea of what a phantom 
circuit is, now, but you’ve brought 
up some things that I hadn’t even 
before and make me 
tricky 


in this telephone busi- 


thought about 


realize how many items there 


actually are 


“Worth Writing For” 


troduce the new phone to subscribers. 
the kit are 


mercials, newspaper ad mat. display 


Included in radio com- 
posters. publicity release and photo 
mat. and envelope stuffer. 

{ promotional guide gives tips on 
how to use the sales material as well 
as offering ideas for special occa- 
sions. The promotion suide also con- 
tains a section on special Christmas 
promotion ideas. 

Kits obtained by writing 
the Director of Sales 
Dept. TE&M, Automatic 


Sales. Northlake, Ill. 


may be 
Promotion, 
Electric 


National-Standard Brochure 
“THE STORY of High Quality Spe- 


cialization,” a new 12-page two-color 
bulletin produced by National-Stand- 
ard Company describes the company’s 
five manufacturing divisions and its 
full line of specialty wire and metal 
products. The new bulletin tells how 
National-Standard 


and engineering skill to diverse in- 


research 


applies 


dustries such as automotive. appli- 


ances. machinery, electronics. office 


ness. Each time [ finally nail down 
I find 
three others that I’m going to have 
didn’t 


one item and understand it. 


to learn and even know 
about before.” 


Jim laughed —- “Don’t worry about 
it, Kid 


and when the time arrives that you 


you have lots of company 


know everything about the technical 
side of the telephone business I can 
tell you that you will be the only man 
in captivity who ever managed to 
turn the trick. It’s time to quit now. 
but. tomorrow, I'll tell little 


bit about composite sets. E&M sig- 


you a 


nalling, and some other types of sig- 
nalling.” 

Jim put his papers away and the 
Kid 


switches 


preparations to routine 


teacart. C.D. 


made 
with the 
Ehinger. 

{ny comments, criticisms. or sug- 
Address 
all correspondence to “Sub-Harmon- 
Telephone En- 
gineer & Management, 7720 Sheridan 


Road. Chicago 26. Illinois. 


gestions for future topics? 


ics and Overtones.” 


equipment, rockets and aircraft. 
Products described include special- 
ty steel spring wires, Copperply cop- 
Athenia flat 
cloth, 


per-coated steel wire. 


strip steels, Reynolds wire 


Cross perforated metal. 


Copies are available free from 
Dept. RDT, National-Standard Com- 
Viles, Mich. In Canada. write 
to National-Standard 
Canada, Ltd., Guelph, Ont. 


pany. 


Company of} 


Engineering Design Manual 


TA Manufacturing Corp. has de- 


veloped a valuable 76-page illustrated 
Engineering Design Manual (Bulletin 
212 G) which offers a compiled list- 
ing of materials and specifications, 
recommended application and the lat- 
est technique for mounting tubing, 
wiring and similar hardware. Bulletin 
also includes a description of the com- 
plete line of clamps, brackets, shims. 


For your free copy of TA Bulletin 
212 G write: TA Mfg. Co., Engineer- 
ing Dept., Dept. TE&M, 3607 Alger 
St., Los Angeles 39, Calif. 
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Washington Observations 


(Concluded from page 19) 


also could call telephones in zones 


one and two. 


The New Tariff 
sles WATS filing provides for a 
new FCC tariff 248. Other than 
the rate structure and the restrictions 
on the collect. person, etc.. calls. it is 
similar to the message toll tariff. For 
example, similar provisions are in- 
cluded regarding the liability of the 
foreign attach- 


telephone company. 


ments. use of service for unlawful 
purposes. Data-Phone service, ree ord- 
ing of calls. and voice silencers. 

tariff 


On operator assistance. the 


provides that “if facilities are not 
available for dial completion to the 
called station. (a call) placed with 
(the custom- 


in operator by using 


ers) access line and by giving the 
called telephone number and his ac- 
cess line number” is included. “The 
call may also be placed with an oper- 
itor in the same manner if the cus- 
tomer for any reason cannot reach a 
dial station.” 

Under 
provided that W ATS “is not 


sented as adapted for connection to 


limitation of service. it is 


repre- 


other services of the telephone com- 
pany The service contemplates the 
provision of satisfactory transmission 
only between the access line from 
which the call originates and the call- 
ed station. The access line will be 
terminated only at a customer's prem- 
ises located in the same state or state 
subdivision as that for which the rate 
applies.” 

Under the tariff. a separate rate 
structure is shown for each of the 58 
zones. Some typical examples would 
include the following: 

Maine 
other New England states and two of 
the three New York zones. $900 full 


time, $330 measured time, $18.50 per 


zone 1. including the 


additional hour; zone 2, ranging to 
Maryland, the District of Columbia, 
and northern Ohio, $1200, $385, $22: 
zone 3, to South Carolina, Michigan, 
and Kentucky. $1600, $445, $26; 
zone ‘+, to Arkansas, the Dakotas. and 


Florida. $1800. $490, $28: zone 5, to 


New 


and 


Mexico. 


zone 6. 


Montana and 


$510, $30.50; 
$623, $34.50. 

District of Columbia zone 1, to 
both Pennsylvania zones. Virginia. 
West Virginia. and New Jersey. $500, 
$200, $11.50; vo New 
York zones. southern Ohio. Connecti- 
cut. and North Carolina. $800. $300, 


$17: 


zone 2, to two 


zone 3, to Georgia, Illinois, and 
all of New England. $1100, $370. 
$21: zone 4, to Oklahoma. Louisiana. 


and Minnesota. $1500, $430, $25: 


zone 5. to New Mexico and Montana. 


$1850. $500. $28.50: and zone 6. 


$2250. $590. $: 


Florida 
ern Bell territory except Kentucky, 


zone 1. covering South- 


$1100. $370. $21: zone 2. to southern 
Ohio. Arkansas. and Deleware. $1400. 
$115. $24: zone 3. to Oklahoma. Mis- 
souri. northern Ohio, and New Jer- 


sev. $1700. 


$4160. $27: zone 5. to 


Arizona, New England. and Colorado. 


$1850. zone 6. 


$500. $28.50: and 
: 
- 


$2250. $590. $33. 


Northern Illinois 
contiguous states, excluding Missouri. 


$700, $270, $15: zone 2, to Minne. 


zone 1. four 


sota. both Ohio zones. Tennessee. and 


Vlissouri. $900. $330. $18.50: 


zone 
, to Georgia, Oklahoma, Pennsy]- 

North $1200, 
$385, $22: zone 4. to South Carolina. 
New York. District of Columbia. and 
the Dakotas. $1400, $415, $24: zone 
9. to Florida. New England. Wyom- 
ing. and New Mexico, $1500. $430. 


$25: zone 6. $2000. $530. $30. 


vania. and Carolina. 


Southern California zone 1, to 


New Mexico. Utah. 


$1200, $385. $22: zone 2, to Idaho. 


and Oregon. 
western Texas, and Wyoming. $1500. 
$430. $25: lowa. 


3. to Texas. 
and the Dakotas. $1800, $490, $28: 


zone 
zone 4, to Indiana, Mississippi. and 
Wisconsin, $2000, $530, $30: zone 5. 
to Florida, Ohio, and Virginia, $2200, 
$570. $32; zone 6, including the Dis- 
trict of Columbia, Pennsylvania, and 
points northeast. $2275, $600, $33.50. 

On allowance for interruptions, the 
tariff provides that for full 
WATS 


terruptions to the access line of less 


time 


“no credit is allowed for in- 


than two hours. Interruptions to the 
access line of two hours or over not 
due to the negligence of the customer 
are credited to the customer at the 
proportionate monthly contract charge 
in hourly multiples for each hour or 
major fraction thereof of interruption. 

“Qn measured time service, if the 
customer has not used the minimum 
time period of 15 hours during the 
monthly contract period, credit is al- 
lowed for interruption of the access 
line of 24 consecutive hours or more. 
Interruptions to the access line not 
due to the negligence of the customet 
are credited at 1/30 of the monthly 


charge for the access line for each 
21 hours or major fraction thereof of 
interruption.” 

In recent weeks. considerable press 
WATS. 
since word of it came to the nation’s 
AT&T 


tually no comment until the recent fil- 


interest has been shown in 


press associations. had vir- 


ing. other than to report that it was 


Roland 


working on such a plan. 


Davies & Fred Henck. 


United Boosts Dividend, 
Plans 2-for-1 Split 

DIRECTORS of United Utilities. 
Inc.. Kansas City. Mo., last month 
voted an increase in the quarterly 
common dividend rate and recom- 
mended a 2-for-1 split in the com- 
mon stock. 

A quarterly dividend of 40¢ a share 
was declared. payable December 31 
to holders of December 14. 
The company has been paying 35¢ 
a quarter. The 
brings the 1960 total to $1.45. 
pared with $1.36 in 1959 and $1.25 
in 1958. 


It is the intention of the board to 


record 
December payment 


com- 


maintain the new dividend rate. ac- 


cording to R. Crosby Kemper. Sr.. 
board chairman. If the shareholders 
approve the 2-for-]1 split, the board 
plans to initially set the annual divi- 
dend on the split stock at 80¢ a share. 

At the regular annual meeting on 
April 1. stockholders will be asked to 
approve an incerase in the authorized 
stock to 


from three million and to reduce the 


common 10 mililon shares 
par value to $5. from $10. a share 
in order to effect the 2-for-1 stock 


split. 
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Monticello, 26.4 miles 


video cable. 


northeast of Tallahassee, 
is the interconnection point between Southeastern Tele- 
phone Company’s East Florida District and the Southern 
Bell TD-2 System. Three super groups will be intercon- 
nected at super group frequencies over 2200-feet of 


Fla., 


Service Channel at Microwave RF rack is used by COE 
Supervisor DAVID ALLBRITTON in Tallahassee to con- 
fer with Monticello, Southeastern’s microwave toll termin- 
al for its East Florida District. At Monticello Southeastern 
interconnects at super group carrier frequencies with the 


Southern Bell TD-2 system. 


Compatible L-1 Carrier Equipment Used To 
Complete Microwave Carrier Expansion 


at Jacksonville, Fla., for nationwide 


Ss"! THEASTERN Telephone Co. 
this month completes its second 
microwave Carrier expansion in a 
year to keep pace with growing toll 
traffic from Florida’s capital city 
area. 

Expansion has been facilitated 
technically and economically by use 
of carrier equipment which is com- 
Western Electric L1 


equipment, enabling interconnection 
with Southern Bell’s TD-2 system di- 


patible with 


rectly at super group frequencies. 
This back-to-back 


frequency equipment at the intercon- 


eliminates voice 
nection point. 

The expansion is taking place on 
Southeastern’s main microwave out- 
let, linking Tallahassee with Monti- 
cello, Fla. At Monticello the company 
ties into the Southern Bell system, 
toll centering from the Bell 4A station 


toll service. 
The 


cello route includes two parallel mi- 


26.4-mile Tallahassee-Monti- 


crowave RF systems. One of these 
systems, accommodating 40 channels, 
has been in use since 1956. Expan- 
sion has been on the second system, a 
Collins Radio Co. system installed in 
1959, using Collins MX-102 Carrier. 
When this phase is completed, the 
telephone company will have 180 
channels on the microwave system. 
Of these, 48 will be dropped at Monti- 
cello and the remainder fed into the 
TD-2 system, with 120 channels go- 
ing to Jacksonville and 12 to Thomas- 
ville, Ga. 

The 
closely on the heels of a major cut- 
over in Tallahassee in which the area 


Carrier expansion follows 


was converted to 7-digit dialing and 


a new satellite central office was cut 
into operation in the northern part 
of the city. Tallahassee, in addition 
to being the largest exchange area in 
the system, is the home office for the 
division which operates Southeastern 
Telephone Co., a subsidiary of Cen- 
tral Electric & Gas Co. 
Southeastern is divided into two 
districts. The East District. 
with eight exchanges, covers an area 


Florida 


around Tallahassee, Florida’s capital 
city, and an educational center. The 
West Florida District, headquartered 
at Ft. Walton 


eight exchanges, and it serves West 


Beach, also includes 
Florida’s tourist areas and the mili- 
tary complex of the Eglin Air Prov- 
ing Ground Center. Together the dis- 
tricts have some 41,000 stations, rank- 
ing Southeastern among the top four 
of the 22 Independent companies in 
Florida. 

Toll traffic for the East Florida 
District has deubled in the last five 
years. Although existing open wire 
and open wire carrier circuits carry 


10 YOUR JANUARY 1, 1961 TELEPHONE ENGINEER & MANAGEMENT 





a portion of this load, the Tallahassee- 
\Monticello microwave system has be- 
come the main toll facility. and ex- 
pansion has been concentrated to date 
on microwave. 

The two parallel microwave SVs- 
tems employ 8-foot parabolic anten- 
12-foot reflectors. 


sharing a 180 foot tower at the Talla- 


nas and 8-foot by 


hassee central office and a 200-foot 
tower at the Monticello office. Ra- 
domes protect the dishes from weathe1 
and de bris. 


Phe Collins MW-1L02 


System, on which the carrier expan- 


Microwave 


ion is taking place. employs 551A-1 
Receivers and 552A-1A Transmitters, 
vith automatic frequency control. in 
a frequency diversity configuration. 
lallahassee transmits on 6015 and 
and Monticello on 6295 and 


A diversity combiner oper- 


6135 me, 
6385 me. 
ates off receiver pairs at each station 
to produce a single combined output 
with signal-to-noise ratio always equal 
to or better than that in the best re- 
ceiver output. 

At Monticello, super groups Il. HI 
and IV will be applied through coup- 
ling equipment to a 2200-foot video 
cable which connects with the South- 
ern Bell TD-2. Super groups II and 
II] will continue to Jacksonville un- 
changed. while IV to 


super group 


Video cables (extreme top of right 
rack) connect Southeastern Telephone 
Company’s microwave system with 
Southern Bell’s TD-2. BERNARD 
PETERS, switchman leader, at Monti- 
cello, checks coupling, diversity and 
power supply equipment, at right. Left 
rack contains microwave RF and serv- 
ice channel equipment. 


Expansion of Southeastern Telephone 
Company’s toll facilities is being ac- 
complished with Collins MX-102 LI 
compatible carrier. Checking operation 
of Tallahassee installation is DAVID 
ALLBRITTON, central office equip- 
ment supervisor. Modular construction 
of the carrier enables a variety of sys- 
tem options and simplifies expansion. 
Thomasville. Ga.. will be translated to 
another slot in the baseband because 
of the allocation scheme. Equipment 
is provided to sense RF on the micro- 
wave systems in either direction and 
to make all channels busy in the event 
of any path failure. 

Channeling equipment is located at 
the Tallahassee toll center. The MX- 
102 Carrier. providing super groups 
Hl. IIL and IV in the expanded system, 
is mounted on 11 foot. 6 inch racks. 
This is a frequency division. single 
sideband, suppressed carrier system. 
which enables high density operation 
with statistical loading for high ef- 
ficiency. 

All of the frequencies required for 
the modulation steps are derived by 
frequency division and harmonic se- 
lection from a 108 ke precision crystal 
oscillator. In the channel units. ring 
modulators combine the audio with 
one of 12 channel carrier frequencies, 
and the outputs are filtered by Col- 
lins’ mechanical filters. This step pro- 
duces a base group of 12 channels in 
} ke steps occupying a frequency 
range of 60-108 ke. 

Five base groups are modulated 
with appropriate frequencies to trans- 
late them to positions in a basic super 
group in the 312-552 ke range. An- 


other modulation step translates the 


WHAT’S NEW AT 


NEW PUSHBUTTON 
SERIES 


for extra subscriber sales! 


SE554 SE559 SE561 SE565 

For use in any audible signalling system, 
intercom use, or other office and shop 
SUTTLE 


answer all requirements. Lower in price 


subscriber use, pushbuttons 
than any others available, the hous- 
ings are solid, executive type, b!ue- 
beige plastic. Cork base pads to pre- 
vent scratching are included with the 
SE559, SE561, and SE565. Used with 
the new SUTTLE Se-7 buzzer series or 
others. Write for full detail and prices. 


SE559W SE561W SE565W 


The SE559, 2-button, SE 561, 4-button, 
and SE565, 8-button, are available with 
a 6 22 gauge flexible cord, pre-wired. 
Screw terminals with screws are pro- 
vided with each unit and cord tips are 
included. Designed for use at normal 
office voltages. 


telephone, house or 


Write for full literature and prices. 


SUTTLE 


EQUIPMENT CORP 


401 North 15th St., Lawrenceville, Ill. 
Lawrenceville 782 

135 S. LaSalle St., Chicago 3, Illinois 
DEarborn 2-3108 


YOUR JANUARY 1, 1961 TELEPHONE ENGINEER & MANAGEMENT 





REPAIR 


COLOR 


BRIGHT NEW COLORS BUILD NEW BUSINESS 


DIALS—repaired or modernized fast with satis- 
faction guaranteed by exclusive, Hallamore 
designed electronic test apparatus. 

TELEPHONE INSTRUMENTS AND PAY STATIONS 
— given the new look (changed from black or 
faded color to your choice of user-attracting shades 
by the magic of tough, durable Hallaplast) while 
they are brought to peak efficiency. 

—Hallamore, Division of The Siegler Corporation/ 
714 N. Brookhurst St./Anaheim, Calif. / 
PRospect 4-1010/D.D.D. area 714. 


HALLAMORE 


2a 


PORTABLE DRILLS 


Built for 
Faster ... Easier Digging! 


_ 
<geR> 
at 


NEW MODEL 32 
Designed for tough, 
heavy duty produc- 
tion with less oper- 
ator effort, greater 
handling ease and ef- 
ficiency. Takes all 
augers up to 12” di- 
ameter. 


) Weighs less than 
5 . complete 
with auger. Power- 

» ful4% hpair cooled 
engine. Positive 
safety clutch and 
finger-tip throttle 
control. 


MODEL 24B 


The original, Portable 

Power Drill! Digs a true, 

clean hole, 2% ft. deep in 

less than 30 seconds! Easily 

adaptable to any drilling job in 

earth, wood or ice. Weighs 29 J 

Ibs. (less bit). Powered by a 24% —™ literature, 
h led engine. Positiv aecer 
p air cooled engine e po 
safety clutch and finger-tip tull 
throttle control. information 


INTERCHANGEABLE Auger 
Bits and Shaft Extensions avail- 
able for both models. Augers 
available from 2” to 12” diams. 


GENERAL EQUIPMENT CO. 


OWATONNA 4, MINNESOTA 


super groups to positions on the base- 
band for application to the microwave 
equipment. 

Although group | in the 
MX-102 for L1 allocations is 68-308 
ke. a different 
ployed in the Tallahassee-Monticello 


supel 


arrangement is em- 
system, and this super group, which 
drops at Monticello, is assigned the 
12-216 ke 
cupies the normal 312-552 ke range: 
564-804 ke. 
super group IV. which is not filled at 
this phase, 812-860 ke. A 64 ke mas- 


ter pilot signal from Jacksonville is 


range. Super group II oe- 


super group III. and 


used to synchronize the carrier equip- 
ment at Tallahassee. 

Redundant super group modulators 
and demodulators operating in paral- 
lel and standby basi frequency gen- 
eration equipment, which is automa- 
tically switched into operation, pro- 
vide continuity of service. 

Southeastern Telephone Co. is also 
using microwave in its West Florida 
District. where special service circuits 


from Ft. Walton Beach Eelin 


and 


United Tel. Co. Display 
Tells Modern Service Story 
TELEPHONE EXHIBIT of the 
United Telephone Co. of the Caro- 
linas’ recently told the story of mod- 
ern telephone services to thousands of 
North and South 
attending the Moore County 
NG. 


Carolina residents 


Fair. 
Beaufort 


Carthage. and the 


Air Force Base are interconnected 
with the TD-2 system. The Eglin com- 
plex is one of the largest of the U.S. 
Air Force's installations. In addition 
to the air proving ground center. 
where USAF’s latest weapons are op- 
erationally tested, the complex in- 
cludes a bomber base and an all de- 
fense base with Bomare missile fa- 
cilities. 
Southeastern microwave systems 
carry both voice and data intelligence 
for the Eglin complex. Existing sys- 
tems extend from the TD-2 meeting 
point at Crestview southward to Gob- 
bler Hill, branching off from there 
to Ft. Walton Beach and Eglin sites. 
MW-103 6 kme 


System is being installed early this 


A new Microwave 
year to parallel these circuits and in- 
crease the system capacity. Initially 
this new system will accommodate 21 
channels each for Ft. Walton Beach 
and Eglin AFB, using MX-102 and 
MX-103 Carrier. The microwave sys- 
tem is capable of expansion to 240 


or more channels when required. 


County Agricultural & Industrial 
Fair. Beaufort. S. C. 

Services and equipment exhibited 
included color telephones, Petite in- 
struments. a working key telephone 
system and automatic answering 
equipment. Other items such as am- 
plifying equipment for noisy loca- 


tions. outdoor and indoor jacks and 


Miss North Carolina, ANN HERRING, visiting the United Telephone Co. of the 

Carolinas’ exhibit at the Moore County Agricultural Fair, Carthage, N. C. ROB- 

ERT C. BISHOP, Commercial supervisor, is demonstrating pushbutton tele- 
phones to Miss Herring. 
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Phone 
your 


‘ British Ropes Canadian Fact., Ltd. 
Vancouver, B. C., Canada 
> Crescent Electric Supply Company 
. Burlington, lowa 


Dubuque, lowa 
Cedar Rapids, lowa 


Distributor == 


Ottumwa, lowa 

Peoria, Illinois 

Quincy, Illinois 

Rapid City, South Dakota 
Sioux City, lowa 

Sioux Falls, South Dakota 
Spencer, lowa 

Sterling, Illinois 
Waterloo, lowa 


Dakota Electric Supply Co. 
Fargo, North Dakota 


Joslyn Mfg. and Supply Co. 
Birmingham, Alabama 
Chicago, Illinois 
Dallas, Texas 
New Orleans, Louisiana 
New York, New York 
No. Kansas City, Missouri 
Oklahoma City, Oklahoma 
Omaha, Nebraska 
St. Paul, Minnesota 


Kingsport Electric Co., Inc. 
Kingsport, Tennessee 


Line Material Industries 
Milwaukee 1, Wisconsin 


... for fast wire delivery from stock Se 


The Mine & Smelter Supply Co. 
When wire is needed, call your Keystone Wire Distributor. His stocks Salt Lake City, Utah 


are well supplied. He can give you prompt delivery in any emergency. Nelson Electric Supply Co. 
: ae : ; ‘ . Dallas, Texas 
Keystone Telephone Wire is available in a full range of Class A tshiedi, ‘tehes 


line wire in 50M, 85M, and 135M tensile strengths, and meets the un 
‘ ack Pruzan Co. 
specifications of A.S.T.M., A.T.&T, and is approved by R.E.A. Gal- Seattle, Washington 


vanized bond, tie and construction wire are also available at yow Southern Electrical Corp. 
Chattanooga, Tennessee 


Keystone Distributor. 
A phone call will bring you fast delivery . . . contact your Keystone Suttle Equipment Company 
- Chicago, Illinois 


Distributor for your next wire need! Lawrenceville, Illinois 


KEYSTONE STEEL & WIRE COMPANY, Peoria 7, Illinois Tele-wire Supply Co., Inc. 


Jamaica, New York 


Tennessee Valley Electric Supply Co. 
Nashville, Tennessee 


KEYSTONE Ue Rock, Arkansas 


Wire for the Telephone Industry ig = stray all gaia 


* 


... by the makers of famous Red Brand Fence 
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Shown working in Automatic Electric Co.’s training school at Northlake, Ill. are 
four men who represent the international aspect of the telephone industry. From 
left are AHMED SAID of Saudi Government Railroad, Dammam, Saudi Arabia; 
ENRIQUE LUENGAS HUBP of Automatic Electric de Mexico, Mexico City: 
MANUEL SALAVERRIA VILLEGAS of Creole Petroleum Corp., Caracas, Vene- 
zuela; and EDILBERTO ZULUETA of the U. S. Naval Base, Subic Bay, Philip- 
pines. The four men recently completed a 10-week course in “Operation and 
Maintenance of Strowger Automatic Telephone Equipment” at the Northlake 
training center. The course included classroom work. 


” 

aae 

v 
Out of 2,000 hopefuls, MYRON G. MOHR (right) station superintendent for 
the Intra State Telephone Co., Galesburg, Ill., is the lucky sportsman to take 
home a new Winchester Model 12 Featherweight repeater rifle. A drawing for 
the lightweight rifle (about 614 pounds) was held by Ramset Fastening System 
at the annual meeting of the U. S. Independent Telephone Association in the 
Conrad Hilton hotel, Chicago. JOHN N. SCHWALLER, left, Ramset’s advertis- 
ing manager, made the presentation. Ramset produces Shure-Set hammer-in 
fastening tools, Shure-Drive floating-action hammers, powder-actuated fastening 
tools and assorted fasteners. It is part of the Winchester-Western Division of 

Olin Mathieson Chemical Corp. 
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various types of horns and bells were 
also part of the display. 
Joe R. Kimball. 


Southern Pines district manager, and 


According to 


S. D. Bowers. Beaufort district man- 
ager, orders and inquiries were re- 
ceived for almost every item on ex- 
hibit. The Petite tele- 
phones proved to be the center of at- 


and colored 
traction with the key telephone svs- 
tem being a close runner up. A blue 
ribbon was given to the United Tele- 
phone Co. of the Carolinas for having 


the best display in it’s class. 


Virl L. Choate Heads 
Virginia Association 
EPRESENTATIVES of 50. Vir- 
ginia telephone companies con- 
vened in Roanoke when the Virginia 
Independent Telephone Association 
(VITA) held 
About 
dustry 


held at the Hotel Roanoke. 


The purpose of the 1960 meeting 


its 26th annual meet- 


ing. 375 members of the in- 


were present. Meetings were 


was to examine the telephone indus- 
try’s role in public affairs, to explore 
some of the transmission paths of 
the present. and get a concept of the 
communications developments _ that 
are in the research stage. 

Presiding over the Virginia con- 
vention was C, Lacey Compton, presi- 
dent of the VITA. The opening ad- 
dress was given by James P. Nolan. 
president of Folger. Nolan. Fleming. 
W. B. Hibbs & Company. Inc.. mem- 
ber of the Board of Governors’ of the 


New York Stock 


member of the Finance Committee of 


Exchange and a 
the United States Chamber of Com- 
merce. Discussing the “General Busi- 
ness Outlook.” he emphasized his be- 
lief that: (1) population will be ex- 
panding: (2) the long-term trend of 
the nation’s standard of living is up- 
ward: (3) there will be technological 
make the U. S. 
will 


advances that econ- 


omy more efficient. and make 


new products available. 

Referring to the problems of today 
and the Nolan that 
“Whenever the leadership of Ameri- 


future. stated 


can industry has clearly understood a 


problem, it has usually proved its abil- 


ity, and its ingenuity, to find a prac- 


tical solution that is consistent with 
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30 for the cost of 20! 


AChieverfone by AC has the lowest 
cost of all existing common carrier 
phone systems because it was de- 
signed solely for common carrier use. 
Look at these facts: First, the func- 
tions of the handset holder, junction 
box, ringer box and channel selector 
switch were combined in one simpli- 
fied control head. Next, AC devel- 
oped a unique, compact, simplified 
decoder with 43 the number of parts 
of other current transistorized mod- 
els, and yet compatible with major 


mobile telephone signaling equip- 
ment. Third, modern assembly tech- 
niques for mass produced electronics 
equipment were used, putting the 
AChieverfone R-T chassis in one unit. 
The result is two compact units 
giving you and your customers the 
lowest cost, most reliable MRS sys- 
tem on the market. In fact, you can 
buy 30 AChieverfones for the cost 
of 20 competitive models. Consider 
AChieverfone . . . for the first time 
mobile phones will repay you in 
immediate profits. 


SPECIFICATIONS—FCC Type Accepted 


Transmitter: 144-174 Mc, 4 channel 

RF output: 22.5 watts into 52 ohm load 

Receiver: 144-174 Mc, 4 channel 

Wide Band (60 kc) or Narrow Band (30 kc) models 
available (Wide Band quickly converted to narrow 
by substituting IF filter 

Frequency Stability; within 0.0005% 

Selective Signaling; 51,000 five-digit (compatible, 
2-tone sequential) codes available 

Size: Receiver-Transmitter, 214g” x 84%” x 6%" 
Weight: 35.5 pounds, including receiver-trans- 
mitter, control head and cable 


An AChievement in Mobile Communications 
AC Spark Plug 


The Electronics Division of General Motors 
Milwaukee 1, Wis. Telephone BRoadway 3-1120 
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Crapo HI1-135 


High Tensile Line Wire 


MADE TO WITHSTAND 
HEAVY STORM LOADS 


Time and time again, Crapo HTL-135 has demonstrated 
its ability to stand up under heavy ice and wind loads when other 
conductors failed. This can be attributed to the fact that Crapo 
HTL-135 combines high strength with high fatigue endurance plus 
superior elastic qualities which enable it to spring back into place 
when loads are removed. The result: service interruptions are 
minimized, re-sagging is seldom necessary, where this rugged tele- 
phone wire is used. 

The excellent telephonic transmission characteristics of 
Crapo HTL-135 make practical subscriber loops of 14 to 15 miles 
with normal voltages and equipment. Longer loops are possible 
where higher voltages and more sensitive telephone sets are em- 
ployed. For dependable, long-span, low cost rural lines, specify 
Crapo HTL-135. 


The Crapo HTL-135 in this typical rural line of 300-foot 
spans was subjected to two heavy ice storms within 14 
months. This photo shows the line, without resagging, 
three months after the second storm. 


Write for 
Manual TM-59 


containing com- 
plete engineering O4neté 


~ HTL -135 


DIANA STEEL & WIRE CO. INC 
MUNCH INDIANA Sa 


N D A N A STEEL & WIRE CO., INC. 


Muncie, Indiana 


the principles of a free and competi- 
tive economy.” 

“Consequently.” he said, “I feel 
that it is entirely constructive to en- 
courage leadership to recognize that 
the economic conditions under which 
business must operate in the period 
ahead are very likely to be quite dif- 
ferent from those of the past years. 
Just as soon as the habits and reason- 
ing processes of the post-war period 
have been adjusted to a new environ- 
ment. then | think we will have gone 
a considerable distance toward laying 
the foundation for a resumption of 
the major favorable trend in the 
country’s economic growth.” 

J. W. Quilan, staff) supervisor. 
traffic department. Chesapeake & 
Potomac Telephone Co.. Piedmont. 
told the Virginia convention that Di- 
rect Distance Dialing (DDD) is “fast 
becoming a way of life with us.” 


“Generally.” Quinlan said. “we ex- 


pect two things of our new DDD 


equipment: (1) Maximum customer 
use so as to utilize full advantage of 
our enormous capital investment in 
plant, and (2) efficient and trouble 
free operation to provide good cus- 
tomer service and to utilize our plant.” 
Pointing out that the administrative 
approach to DDD problems may be 
considered under two categories 
customers non-use of DDD, and the 
failure of the DDD call to be com- 
pleted Quilan stated that non-use 
of DDD or the customers failure 
to accept it may be caused by a 
variety of reasons, ranging from de- 
mand for T & C, insistance on P-P, 
internal business control. or simply 
dislike of the new method. 
Emphasizing that “something other 
than equipment failure might prevent 
a DDD call from reaching its destin- 
ation,” Quilan stated some custom- 
ers don't dial correctly and not only 
fail to get through but often reach 
people they don’t want to talk to. 
“This is annoying to the customer 
as well as expensive to the telephone 
companies,” he said. “In either case, 
from the customer’s viewpoint, it is 
not good service.” 
“Considering the effect of equip- 
ment failure.” Quinlan said, “as the 
DDD network continues to expand 
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and as automatic alternate routes 
vrow, it is quite impossible to de- 
termine the path that a call will take 
in proceeding to its destination.” 

“It will be switched through many 
and different 


centers and use many 


routes,” he said “Failure can occur 
at any point along the way. It is well 
to bear in mind that the failure re- 


ferred to here is any failure of the 
call to advance which is due to equip- 
Fortunately. in 


ment malfunction. 


most cases of failure. arrangements 
ure provided to return to the cus 
signal. This is the 


tomer a re-order 


signal familar to the operate. sim- 
ilar to busy tone but twice as fast.” 
I xplainine that operators are train- 
ed to recognize the re-order signal and 
have clearly defined practices which 
tell them what to do. Quilan stated 
the customer believes it) is a busy 
signal. 
“From ow 


dial 


area service. he 


expel ience with local 


and the extension of extended 
said. “we know the 
customers reaction when he hears a 


busy signal. He simply waits for a 


few seconds and dials the call again 
again. We 


one instance where a customer dialed 


and have knowledge of 


a cross-country call 20 times in the 
period of a few minutes. 

“How this affect us? Well. 
this is really the hand in your pocket. 
It is this 
install more equipment than is really 
both in trunks 


and in switching equipment. And the 


does 
which causes all of us to 


needed circuits and 


really unfortunate thing is that we 


don’t know about it not until quite 
recently, that is.” 

Reporting that the outward oper- 
ator is in a position to recognize and 
give a report of the failures which 
she encounters, Quilan stated, “This 
is an extremely important source be- 
cause the toll operator is using the 
same network and equipment that the 
customer uses.” 

“There is no question.” he said. 
“as far as our company is concerned. 
that we are not using this source of 
equipment failure indication to maxi- 
mum advantage. Until recently trou- 
ble tickets were being analysed and 
patterned at originating toll centers 
and primarily on a circuit use basis. 


This approach is a good one in de- 
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Members of this Virginia Convention group are (1. to r.): JOHN G. CONLEY, 
Jr.: BILL SHEPHARD: DON ORANDER: RAY HORN: EARL OLINGER: and 
R. B. WISEMAN, Elkhart, Ind. 


a. eel 


Directors 


of The Virginia Independent 


r.)3 


Telephone Association (I. to 


P. T. CAMPBELL; CHARLES P. LAMM: WARREN B. FRENCH, Jr.: HARRY 


P. CAVENDISH; 


W. N. SCHOLL: VIRL L. 


CHOATE: E. C. GARNETT, Jr.: 


A. G. STOGDALE: A. E. REYNOLDS: C. LACEY COMPTON: and C. J. LOGAN. 


C. LACEY COMPTON (right) outgoing president of the Virginia Independent 


Telephone Association, congratulates the new president, VIRL L. 


CHOATE, 


Martinsville. Other new officers elected by the directors on the final day of the 


26th annual convention at Hotel Roanoke, are: A. 


G. STOGDALE, (left) of 


Staunton, secretary-treasurer; and C, P. LAMM, Charlottesville, Ist v. p. 


veloping circuit and terminal equip- 
ment failure but falls short of detect- 
dial of- 
started 


ing troubles in terminating 
fices. Only 


analysing trouble tickets on a_ter- 


recently have we 


minal office basis in a joint traffic- 


plant approach on the problem.” 


“Methods and procedures of this 
analysis group are slowly being 
veloped and it appears to have ¢ 
promise in getting to the root of 
problem. Working with the 
VITA C & P transmission 


mittee procedures are being develop- 


joint 


com- 
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The TEL-e-VAN, stocked with assorted color phones, visited practically every 
Tecumseh neighborhood covering approximately 90 per cent of the com- 


cong 
munity’s homes. 


In each Tecumseh neighborhood the TEL-e-VAN became a meeting place for 


housewives. 


Conversations revolved around children, neighborhood problems 
and color telephones. 


Inside the TEL-e-VAN, Service Representative MRS. THOMAS B. ROWDEN 
(right) points out the versatility of Gen. Tel’s. new space-maker phone to 


MRS. BILL BERRY and her son. 


418 
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ed that would permit the transmittal 
of trouble patterns to and from Inde- 
pendent and Bell companies. Several 
of your companies now plan to en- 
cage in a trial of trouble ticket re- 
cording by their outward operators 
with a duplicate ticket being forward- 
ed to a central analysis group at 
Richmond. Details of the flow of trou- 
ble information to points concerned 
are being worked out.” 

Other Virginia Convention Speak- 
ers were: W. S. Crenshaw. division 
safety supervisor, Virginia Electric & 
Power Co.. B. E. Bryngelson, general 
plant manager, Inter-Mountain Tele- 
phone Co., John B. Siegel, Jr., finan- 
cial vice-president, The Life Insurance 
Co., of Virginia, Richmond: R. W. 
Neal, assistant vice-president of mar- 
keting and J. P. Frazee. general sales 
and servicing manager. of the Chesa- 
peake & Potomac Telephone Co., of 
Virginia. Richmond: and, John B. 
Nogele. division traffic manager, Vir- 
ginia Telephone & Telegraph Co., 
Charlottesville, Virginia. 

Officers who will guide the Vir- 
ginia Association in 1960-61 are: Virl 
L.. Choate, Martinsville. president: A. 
G. Stogdale. Staunton, secretary-treas- 
urer: and C. P. Lamm. Charlottes- 


ville, first vice-president. 


“Tel-e-Van” Trailer Used 
In Marketing Experiment 

with beautiful color phones, is 
at your door. Won't you come and 
select the ones you want for vour 
home?” This was the gist of a unique 
phone market experiment staged by 
General Telephone in Tecumseh, 
Michigan recently. 

Tecumseh was about to be con- 
verted from common battery to dial 
operation. And General Telephone of 
Michigan was out selling color tele- 
phones practically door-to-door with 
its giant mobile display and sales unit, 
the TEL-e-VAN. In a first-time com- 
pany experiment, the van visited most 
of the residential areas of Tecumseh, 
a community of 7,000 population with 
2.556 residential telephones. 

A crew of five accompanied the 
TEL-e-VAN: the trailer operator, an 


advisor, and local telephone person- 
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. 10 YOUR FINGER from Card to wire. 
No troublesome tabs to remove... 
no chance to drop or lose Brady 
Markers. 

.. 10 THE WIRE—any size wire up to 
g” diameter — permanently 
stay stuck in temperatures to 300° F. 
114” or %”" Markers available from 
distributor stocks in 200 major cities. 


4 MARKER SIZES — 6 MATERIALS 
3000 STOCK ITEMS 


350 Distributors for Fast, Local Service 10 


w.H B] RIAD Y| CO. « 754 W. Glendale Ave. * Milwaukee 9, Wis. 


Self-Bonding 
and Tape 


FREE NEW 
Bulletin 
and Testing 
Samples. 
Write: 


Manufacturers of Quality Pressure-Sensitive Industrial Tape Products 
Nameplates, Automatic Machines for Dispensing Labels, Nameplates, Masks 
EST. 1914 


WORK ON RELAYS? 


Then you need this 
HANDY, COMPLETE 


EVERY TOOL 

NECESSARY 

FOR 

ADJUSTING, 

CHECKING AND 
TROUBLE-SHOOTING RELAYS 


All 18 tools especially designed for RELAY WORK. 
with blades, 
Thickness 
All in Vinyl 


KIT 
NO. TK-18 


494° 


COMPLETE 
Write for bulletin and FREE copy of valuable 
book on “How To Service Relays.” Order Direct. 


511-21 N. DWYER ST @ ARLINGTON HEIGHTS, 


Includes Contact Burnisher extra 


Spring Tension Gauge, Wrenches, 


Gauge Set, Inspection Mirror, etc. 


Case. 
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HE’LL TELL YOU WHY 
RYCOM 
FREQUENCY SELECTIVE 
VOLTMETERS 
ARE BETTER!!! 


SPECIFICATIONS 





am i 
TYPICAL FILTER 
SELECTIVITY 


30 crcie | 


FREQUENCY LEVEL 


SELECTIVITY | FULL SCALE l ee 





30 Cycle or 
50 Cycle 
Filter 


60 Cycles 
to 4 
Kilocycles 


68 to 
+ 32dbm 


2 “Sdb 80 
to + 32dbm FILTER 
300 Cyclesto | 6db— 35 Cycles} 
4 Kilocycles | 6Odb 250 Cyel es 

4 


50 CYCLE 
FILTER** 
6db— 60 Cycles 
60db--450 Cycles 


50 Cycle or + .5db —80 
100 Cycle > to +32dbm 
Filter* 300 to 
400 Kilocycles 


300 Cycles 
to 400 


Kilocycles 


SPURIOUS RESPONSE: Below 60db 

LOW INTERMODULATION: Below 60db 

POWER REQUIREMENTS: 115 V. A.C.—50/60 Cycles 
WEIGHT: 28 Ibs 


100 CYCLE 
FILTER 
(STANDARD 

6db—140 Cycles 

[ee 900 Cycles 








. Including a wider filter ond | demodulator for 
monitoring SSB, AM and FM signals. 


This instrument utilizes the heterodyne principle with balanced 
modulation and highly selective crystal filters which achieve the 
high resolution needed for accurate amplitude measurements of 
Carrier and Microwave Sub Carrier channels. Direct reading in 
DBM for 135 and 600 ohm circuits or bridging. Offers fast accurate 
amplitude measurements throughout the frequency spectrum of 
300 cycles to 400 kc. PRICE: $795 F.O.B. RAYTOWN, MISSOURI. 


**50 cycle filter model priced slightly higher. 


Write, Wire or Phone for Additional Information 


Y COM. 


A Division of RAILWAY COMMUNICATIONS, INC. 
9351 EAST 59TH ST., RAYTOWN. MISSOURI, PHONE: FLEMING 3-2100 
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nel consisting of a service representa- 
tive working in the van. and two sales- 
men calling door-to-door. This team 
called on 1,151. or approximately 
906; 


in 709 


of Tecumseh’s homes. resulting 
and 741 adult 
A total of 372 
telephones were ordered. 

“Our objective.” stated Ron Kins- 


home visits 


visits to the trailer. 
man. Gen. Tel. Eastern Division Man- 


Zao HAND GOOD 


/ Pe ‘ POUCAT SOLD EXCKaNceD 


- 


% 


ef a 
Se 


ager and originator of the idea, “was 
to lift merchandising out of the busi- 
ness office by taking the product to 
While 


can be made in our sales technique, 


the customer. improvements 


we were highly gratified with the re- 


sults and plan similar campaigns 


throughout our Michigan operating 


area. 


Housewives. on stepping into the 


According to V. M. Paul, the Taylorstown (Pa.) Telephone Co. was an active 

participant in the recent bicentennial celebration at Washington, Pa. Top photo 

shows Taylorstown Telephone Co. truck in the bicentennial parade. Bottom 

photo shows Taylorstown Telephone Co. exhibit of old telephones. This exhibit 
was placed in display window of Caldwell’s Department Store. 
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trailer, were greeted by soft back- 
ground music and a service repre- 
table, 


wall, compact-wall, speaker and am- 


sentative. They were shown 


plifier phones . . . in assorted colors. 
Their telephone needs were discussed 
with them by the service representa- 
tive. as were charges. A key in mo- 
tivating sales was letting them select 
their color phones and actually giv- 
ing them the instrument to take home. 
Many a sale was stimulated by one 
with hen 


neighbor seeing another 


color telephone. “it you select 
phone by 2 P.M... we'll install it for 


that added 


your 


you today.” was a line 
further impetus to sales. 

Newspaper and radio advertising 
piqued interest in the TEL-e-VAN’s 
visit. Residents continually called the 
Tec umseh business office to ask where 
the trailer was. They didn’t want to 
miss it. “Exceptional reception.” was 
the consensus by Gen. Tel’s people. 

Citizen comment was enthusiastic: 
“Its a good idea. It let's you know 
what colors you can get.” “This is 
wonderful for people who can’t get in- 
to town some of them wouldn't 
get to see the phones.” “I’ve already 
bought a color phone. My sister-in-law 
is looking forward to seeing the van.” 
People in surrounding communities 
heard the radio spot announcements 
and called Gen. Tel’s. Tecumseh of- 
fice about color phones. 


Mrs. 


representative, 


Thomas B. Rowden. service 


who worked in the 
van, said, “Everyone is in favor of 
the trailer coming into their neigh- 
horhoods.” Carl D. Lamphier.  tele- 
phone manager in a nearby com- 
munity, on temporary duty as a sales- 
man, said, “People unable to visit 
the TEL-e-VAN have invited us into 
sold 


sions today on such invitations.” 


their homes. I’ve three exten- 


Best noted by 
Dwight A. 
assistant. in his report on the Tecum- 


prospect groups 


Foulks. residential sales 


seh experiment were: (1) Homes built 
since 1940: (2) homes of lower and 
middle price range; (3) housewives 
under age 10; (4) housewives with 


small children. 


“Women 


our best prospects.” Foulks summed 


with young ideas were 


up. 
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JAMES C. CRANE, retiring president of the West Virginia Telephone Association, addresses the organization’s recent 
convention. Seated (1. to r.): Honorable MYRON R. RENICK, chairman of the West Virginia Public Service Com- 


mission: Honorable CECIL H. UNDERWOOD, governor of West Virginia: 


Mrs. JAMES C. CRANE, and 


Honorable 


GEORGE R. PERRINE, chairman of the Illinois Commerce Commission. 


The Honorable GEORGE R. PERRINE, 
chairman of the Illinois Commerce 
Commission, addresses ninth annual 
convention of the West Virginia Tele- 


phone Association. 


Fairbanks-Key West Call 
Highlights Alaska Cutover 
ANOTHER page was turned in the 
annals of the telephone industry re- 
cently, when the Municipal Utilities 
System at Fairbanks. Alaska, put a 
new dial office into service. The oc- 
casion called for a celebration by 
telephone as well as a luncheon of 


community leaders from the far 


north at Fairbanks to the Key West, 
Florida exchange of Southern Bell 
lelephone & Telegraph Co. 

It was a chilly mid-day in Alaska as 
the Fairbanks people assembled for 
the commemorative luncheon, and a 
hot, sunny afternoon in Florida. Only 
a short while before. the last of some 
equipment had come in from Auto- 


matic Electric Co. to finish up the new 


Fairbanks installation. 


Ht 
q : 


New officers of West Virginia Telephone 
DELBERT C. 


MINEAR, 


secretary-treasurer ; 


ROBERT 
DON E. 


Association (1. to r.): 
DODRILL, president: 


FEASTER, second vice president; and MURRILL COLBURN, first vice president. 


Around the luncheon tables in 
Fairbanks sat the 


city the Municipal Utilities 


members of the 
council, 
board of directors and other guests. 
waiting for Mayor Joseph Ribar of 
lairbanks to arrive and place the 
ceremonial call. A sand beige speak- 
erphone had been installed for the 


that all could 


occasion so present 
hear. 

Mayor Ribar. delayed in his arrival 
to get the program started, explained 


call to Key West was 


He is a doctor 


that his tardy 
due to natural causes. 
and was delayed at the hospital deliv- 
ering a baby. 

In Florida. City Manager Bazel E. 
Crowe laugh'nely replied that Mayor 
West was unable 


to be present to rece ive the call be- 


Delio Cobo of Key 


cause he. too. is a doctor and was 


business. 


ce a'ned on 
This exchange of oddities establish- 
ed a common bond between the tele- 


Amer- 


interesting 


phone callers, relecting life in 


ica. when two of its most 


cities have doctors as mayors. and 


each might be detained in important 


necessity of 


oth I 


civic functions by the 


assisting at births or brine’ ne 
comforts to their fellow ctivens. 

Mr. flanked by Zeke 
O'Farrell, Southern Bell group man- 
ager. Harry Knight of American Tele- 


phone & Telegraph Long Lines De- 


Crowe was 


partment, who is also a Key West city 
council member. and L. R. Menendez. 
Southern Be'l plant manager. 

Oil sts 


Among the distinguished 


present at the ceremonies was Dr. 


William R. 


University of 


W ood. president of the 
Alaska. The 


cutover 
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Telling officials in Key West, Fla. about the new telephone service are from 
left GEORGE HALLER, general manager of the Municipal Utilities System, 
Fairbanks, Alaska: VINCENT J. THIERMAN, chairman of the Public Utilities 
Board; DR. JOSEPH RIBAR, mayor of Fairbanks: and HARRY RIEMER, 


Fairbanks telephone superintendent. 


, " 
ie a \ 


Barzci 
FE. Creme 


errr a, 


BAZEL E. CROWE, city manager of Key West, Fla., gets a first-hand report 
on the weather in Fairbanks Alaska, and the new telephone facilities provided 
by the Municipal Utilities System. From left are HARRY KNIGHT of American 
Telephone & Telegraph Long Lines Department: MR. CROWE:; ZEKE O’FAR- 
RELL, Southern Bell Telephone & Telegraph Co. group manager: and L. R. 
MENENDEZ, Southern Bell Telephone & Telegraph Co. plant manager. 


Shown in the Municipal Utilities System’s new dial office are from left J. R. 

SIMPSON, comptroller: GEORGE A. HALLER, general manager; L. L. GLAS- 

COE, administrative assistant: HARRY REIMER, telephone superintendent: 
and BERT PROCTOR of Automatic Electric Sales, Seattle office. 


ceremony. which commemorated the 
cutover of the new Greenwood ex- 
change for the University area, also 
signalized conversion to seven-digit 
numbering for the system. The other 
Municipal Utilities System central of- 
fice in Fairbanks is the Globe ex- 
change. 

Since 1948, when the Municipal 
l tilities Systems’ telephone depart- 
ment took over from the Northern 
Commercial Co., telephones in serv- 
ice have increased from 1900 to some 
7100. The number of miles of cable 
have increased from six to 62 and the 
number of listings in the telephon 
directory from 2200 to 6000. 

Fairbanks. only 125 miles below 


the Arctic Circle. is a city of more 


than 13.000 population. It is the 
north terminus of the Alean Highway 
and the Alaska Railroad. It is the 
principal community of the Alaskan 


interior. and the commercial center. 
a vast area comprising some 227.000 
square miles. Fairbanks was first set- 
tled in 1902 as a gold mining center. 
and gold mining is still a chief indus- 


trv in the area. 


David Barker Dies 

DAVID MONROE BARKER. 66, 
retired plant superintendent of the 
Ellijay (Ga.) Telephone Co.. died 
suddenly at his home in Ellijay. No- 
vember 25. The immediate cause of 
death was a heart attack, but Mr. 
Barker had been suffering from 
bronchial asthma for several years, 
and it is thought this condition af- 
fected his heart. 

Mr. Barker had been in the tele- 
phone business since 1915, having 
been employed in that vear by the 
old Cumberland Telephone Co. in Me- 
Kenzie. Tenn.. where he was born. 
Subsequently. he was employed by the 
Southern Continental Telephone Co. 
and the South Carolina Continental 
Telephone Co., at Sumter, S. C., leav- 
ing that company in 1917 to accept 
a position as plant superintendent 
with the Ellijay Telephone Co., con- 
tinuing in that position until his re- 
tirement. 

Mr. Barker is survived by his 
widow. four married daughters and 
his mother, Mrs. Ella Chandler Bark- 
er. of McKenzie. Tenn. 
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SOUTHEASTERN TELEPHONE COMPANY expands with Collins L1- 
compatible carrier for direct toll system interconnection. 


Growing toll traffic from Florida’s capital city area has led Southeastern Telephone 
Company to expand to 180 channels on its main toll outlet, a 26.4 mile Collins 
Microwave System between Tallahassee and Monticello, Fla. At Monticello, three 


super groups are fed directly at baseband frequencies into the Southern Bell TD-2 
system. Direct compatibility of Collins Carrier with Western Elec- 


tric L Carrier — both L1 and L3 allocations — eliminates back-to- 
back voice frequency equipment at the interconnect point. South- 
eastern is also enlarging its plant in West Florida with a new four 


station Collins Microwave and Carrier System providing 
special service voice and data circuits for Eglin Air Force 


Base. For consultation and assistance on your expansion Lal 
program, contact Collins Radio Company, Texas Division = == COLLINS = = 
Sales, 1930 Hi-Line Dr., Dallas 7, Texas. w_Y 


COLLINS RADIO COMPANY . CEDAR RAPIDS, IOWA . DALLAS, TEXAS . BURBANK, CALIFORNIA 
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Reliable Electric Company has General Cable Corporation has an- DAVID V. STASTNY has been 
:announced the appointment of nounced the transfer of PAUL added to the sales staff of Reli- 
DONALD J. SMITH to the newly SAULNIER to the Rochester sales able Electric Company. He repre- 
created position, Director of En- office where he will serve as sents Reliable Electric in Mary- 
gineering. Smith’s background regional telephone manager cov- land, Delaware and in eastern 
includes engineering work with ering the territories of Rochester, Pennsylvania, with headquarters 
General Telephone of California. Buffalo, Syracuse, Boston, New in Philadelphia. He reports to 
Since 1956, he has been Reli- Haven, Newark, New York City, District Manager Arthur Kelley. 
able’s Northwest District Repre- Plainview L. I., Philadelphia and Stastny has had extensive experi- 
sentative, Seattle, Wash. Pittsburgh. ence in the utilities field. 


UPPLIERS’ NEWS BRIEFS 


Calculagraph Occupies maintained through the factory serv- sales for ITT Kellogg’s communica- 


New. Modern Plant ice facilities. The company’s research tions systems department. In_ this 

THE CALCULAGRAPH CO... for and development activities resulted in capacity. he will be responsible for 
over 65 years a supplier of toll timing the development of various models — sales of military communication sys- 
equipment to the telephone industry, and modernization improvements to — tems. both directly to the government 


has occupied a new. modern 30.000 keep pace with advances in the tele- | or through common carriers or wea- 


square foot factory and office build- phone industry. pon system contractors, 

ing in Hanover. N. J. For the past three years Tremblay 
Calculagraph’s President. William ITT Kellogg Advances served as coordinator of communica- 

Hugh Pa Tremblay tions system programs. He has been 
HUGH J. TREMBLAY has been active in SAGE (the nation’s air 


appointed manager of marketing and = warning system) and other defense 


C. Moodie. Sr.. a well-known figure in 
the industry, reports that the com- 
pany’s new plant will permit all new, 
modern manufacturing methods and 
provide greater facilities for expan- 
sion. research, development and en- 
gineering. Hanover is 25 miles and 
1S minutes from Times Square in 
New York or Newark Airport. 

For the past 15 years. the company 
was located in Harrison. \. J. Dur- 
ing these and the preceding years, 
when the company was located in New 
York City, Caleulagraph’s Telephone New 30,000 square foot factory and general offices of the Calculagraph Co., 
Division designed and built over Hanover, N. J. The building is situated on 15 acres of company-owned land and 
is so constructed that expansion is easily accomplished by removing the exterior 


. f rear wall. The structure houses executive and sales offices, manufacturing and 
telephone industry alone. Many of the : Dette Sie age : : | 
; warehousing facilities, shipping and receiving centers, engineering and labora- 


100.000 toll call recorders for the 


recorders are still in use and are tory facilities and a company cafeteria. 
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programs. including the Atlas ICBM 


sina adlons ct oen A) ceeco tree C124 


tractor for ground support communi- 


pce SPY” LEAD CASE ASSEMBLIES 


\ graduate of Illinois Institute of . FOR AERIAL (STRAND) MOUNTING 
Technology with a Bachelor of Sci- CONTAINING FOUR TO SEVENTY-SIX COILS 
ence degree in electrical engineering. 

Tremblay was employed by Illinois 

Bell Telephone Co. as a supervisor en- 

gineer before coming to ITT Kelloge. 

a division of International Telephone 

& Telegraph Corp. He served with 

the Army Air Force and Signal Corps TYPE 124 LEAD CASE 
in the South Pacific during World 

War II. 


LEAD STUB ASSEMBLIES ARE 

PRESSURIZED 

PLASTIC STUB ASSEMBLIES ARE 

SEALED IN THERMOPLASTIC COMPOUND 

TO INSURE PROTECTION FROM MOISTURE. 

These assemblies can be equipped with voice frequency coils, Types C632 
(88 MH) and C638 (44 MH) coils are for subscriber loading. Types C642 
(88 MH) and 641 (44 MH) coils are available for use on quadded inter- 
office and toll cables. (Also available with MF1O and MF11 units.) Special 
Coils can be made to meet other requirements. 


Write us for assistance on your loading problems. 
CEECO loading coils are sold by your telephone equipment supplier. 


5646 West Race Avenue * Phone EStebrook 8-3109 * Chicago 44, Illinois 





GENERAL MACHINE PRODUCTS COMPANY, INC. 


Old Lincoln Highway at Pa. Turnpike, Trevose, Pa. 


PAUL J. GADBOIS 


Gen. Tel. Directory 
Advances Paul Gadbois 
GENERAL Telephone Company's : 
Vice President-Sales. R. T. Beard. has ——. 
announced the promotion of Paul J. ' AERIAL TENTS 
Gadbois to sales training director. CABLE BENDERS 
Formerly an assistant division man- C-R POWER REEL CABLE BLOCKS 
ager at the company’s Long Beach, CABLE LASHERS PRESSURE TESTING KIT 


Calif. division. Gadbois. a 12-vyear- CF 
employe. is performing his new as- COAXIAL CABLE TOOLS 7337 a 
signment from the company’s Des LASHING WIRE ts =: 
Plaines. Hlinois headquarters. CLAMPS AND GRIPS COMPOUND 


\ native of Minneapolis. Minn.. 
PORTABLE & POWER 


Gadbois launched his Yellow Pages’ 
ties R 
career in 19148 as a salesman with the SLACK PULLE REELS 


George Beatty Directory Co.. which 
later merged with the General Direc- 
tory organization. ye 
Following two-years with the Air oY ‘ B, C, D, E, & G 
Force during the Korean Conflict, CABLE FEEDER se CABLE LASHERS 


Gadbois transferred to the directory bs : 5 
ee Special Purpose Tools To Specifications — Catalog on Request 
company as a sales representative in 


1953 and. in’ the same year, was Over 600 various items of Line Construction Tools, Maintenance 
named sales supervisor. In 1958 he & Pressure-Testing Equipment in stock for immediate shipment 
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WORLD'S FINEST 
STAPLING GUN 


for wire or tubing 


HELLER-TM-1 


The Heller TM-1 one-hand automatic 
stapling gun is specially designed 
for quick professional fastening of 
wire or small tubing. With controlled 
power chamber, staples can’t pinch 
wire yet lock securely in hard or 
soft wood and plaster. One of a 
complete line of over 300 hand and 
power fastening devices made by 
Heller, a leader in the field for more 
than 35 years. Write Heller Industrial 
Fastener Division, Heller Roberts Mfg. 
Corp., 6115 Carnegie Ave., Cleveland 
1, Ohio. 


HELLER ROBERTS 


ye eg 
Publishing 


sis ani 
pany 


A Division of 
Western Utilities Corporation 


TELEPHONE 
DIRECTORY 
PUBLISHING 


Selling — Printing — Engraving 
Production — Distribution — Collecting 
Counsel for Advertisers 


OFFICES: 


$00 Montgomery Street, San Franciseo 4, Calif. 
2911 Bond Street, Everett, Washington 

121 S.W. First Street, Beaverton, Oregon 

116 South Rusk Street, Kilgore, Texas 

130 East Lime Avenue, Monrovia, California 


Call any of our offices 


for a free estimate on your directory 
potential today—no obligation! 
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was promoted to sales training super- 
Western 


1959 was named an assistant division 


visor in the Region and in 


manager at Lone Beach. 


Gladwin Plastic Announces 
Personnel Changes 

THE BOARD of Directors of Glad- 
win Plastics. Inc... has announced 
changes in duties and responsibilities 
of certain officials of the Company. 

At a recent meeting of the Board, 
Clement A. Evans was elected Chair- 


man of the Board. Evans has been 


EARLE BLOMEYER 


with the 


position of president for the past 0 


associated Company in the 
years. He is also president of Clement 
A. Evans & 
Atlanta. 


Blomever. 


Company. investment 
bankers in 
vice- 


Karle formerly 


president of the company. was elect- 


JAMES J. McHUGH 


1961 


ed president to replace Evans. Blo- 


meyer has been associated with the 
Company for approximately + years 
in his former capacity. Before joining 
Gladwin 20 


he had approximately 
years service with the Gary Group 
of telephone companies. prior to the 
merger of the Gary Group into the 
General Telephone System. 


MeHuegh has 


pointed sales manager of the com- 


James J. been ap- 


created by 
Cham- 


associated 


pany to fill the vacancy 
the recent death of Ralph F. 
MeHueh has 


Gladwin for 


bers. been 


with approximately 5 
vears as a sales representative in vari 
ous territories covering the Eastern 


and Midwestern section of the U.S.A. 


Claude H. Jensen 

Retires From Copperweld 
AFTER THIRTY years of servic« 

Claude H. Jensen has retired as chief 

elec trical engineel of Copperweld 

Steel Company's Wire & Cable Div. 
Prior to joining Copperweld as 

assistant electrical engineer in 1930. 


Jensen Was asso iated with Duque sine 


CLAUDE H. JENSEN 


Light Comapny. West Penn Power 
Company. and Westinghouse Electric 
& Manufacturing Company. 

A graduate electrical engineer of 
Washington State 


registered professional engineer in 


College. and a 


the state of Pennsylvania, he has de- 
livered many technical papers, as well 
as having had published a number of 
articles on grounding and ground- 


ing practices. 


TELEPHONE ENGINEER & MANAGEMENT 





R. W. DAVISON’S appointment 
as assistant sales manager of the 
of Comp- 
tometer Corporation has been an- 
nounced by J. G. Johnson, Gen- 
eral Sales Manager of the Electro- 
Division. joined 
Comptometer Corp. in 1960. 


Electrowriter Division 


writer Davison 


Klein & Sons Advances 
Sales Managers 

MATHIAS Klein & Sons. Inc. has 
announced the appointment of H. B. 
Wilson as 
Wilson has been associated with Klein 


for the past 20 vears. 


general sales manager. 


Charles Castino. who had charge of 


Chicago sales. has been appointed 
sales manager, specializing in the elec- 
field. 

Richard Colsant will take over Chi- 
Don 
heen appointed representative for the 
Pacific Northwest. with headquar- 


ters In San Francisco. William Wal- 
ley will represent Klein in Atlanta. 


tronics 


cago sales. and Swanson has 


New ITT Kellogg Catalog 
ITT KELLOGG has 


free availability of a newly-published, 


announced 


21-page Telephone Selector catalog. 

The catalog’s illustrations and text 
detail ITT Kelloge 
K-500 telephones: 


convenience telephones, including the 


features of the 
series standard 


company’s new Cinderella phone: 
K-1Al key telephone systems: and 
the new K-580 paystation telephone. 

( opies of the new Telephone Selec- 
tor catalog are available without cost 
from: ITT Kellogg. A Div. of ITT 


Corp.. 6650 S. Cicero Ave., Chicago 


8. Til. 


LASHING 


MATERIAL 


You’ll be surprised at its Light Weight 


You’ll be amazed at its Strength 


Cable Spinning Equipment Company 


3100 Topeka Avenue 


CE 2-7234 or CE 2-7235 


MULTIPLE 


Topeka ,Kansas 


CONCRETE 
CONDUIT 


Special fittings — mi- 
ters — short lengths — 
expanded web sec- 
tions available, also 
adapters to claytile, 
transite and fiber duct. 


9 DUCT FORMATION 
ON JOB SITE 


American Concrete Pipe Co., Sub. of Am. Pipe and Construction Co., 2025 S. 7th St., Phoenix, Ariz. Tel: AL 2-7566 
American Pipe and Construction Co., 4635 Firestone Bivd., Southgate, Calif. Tel: LOrain 4-251! 
American Pipe and Construction Co., 10! Alquire Rd., Hayward, Calif. Tel: JEfferson 7-2072 

American Pipe and Construction Co., 518 N.E. Columbia Bivd., Portland, Ore. Tel: BUtler 5-253! 

Conerete Conduit Corp., 130-01 Northern Blvd., Corona N. Y. Tel: ILlinois 7-1515 

Chicago Pre-Cast Products Corp., 29W629 North Aurora Rd., Naperville, Ili. Tel: ELmwood 5-2700—270! 

Denver Concrete Products Co., 5020 Marshal, Arvada, Colorado. Tel; HA 2-4202 

Eastern Pre-Cast Corporation, 675 Main St., Tullytown, Pa. Tel: Windsor 9-3750 

Elmore Concrete Products Co., Division of North Star Concrete Co., Elmore, Minn. Tel: Elmore 52 

J. E. Evans Concrete Products Inc., Cleveland, Ohio. Home Office: Indianapolis, Ind. Tel: WAtnut 5-530! 

J. E. Evans Concrete Products Inc., Shelbyville, Ind. Tel: WAlnut 5-530! 

Neff Concrete Products Co., 711 Section St., Danville, Ill. Tel: Danville (016 

PRE-CON Limited, Orenda Rd., Brampton, Ontario, Canada. Tel: HUdson 1|-3492 (Toronto) 

Pre-Con of Quebec, Ltd., Montreal, Quebec, Canada. Home Office: Brampton, Ont. Tel: HUdson 1|-3942 (Toronto) 
T.E.L. Pre-Cast Products Corp., | industrial Ave., Edgewater, Florida. Tel: GArden 8-988! 

Utah Concrete Pipe Co., 379—I7th St., Ogden, Utah. Tel: EXport 9-117! 

For Information regarding CONDEX* Multiple-Duct Concrete Conduit, call or write your nearest local producer, or the 
parent company. Registered Trademark 


GAGNE ENTERPRISES, INC. 
29W 629 NORTH AURORA ROAD 
NAPERVILLE, ILLINOIS 
NAPERVILLE 2700-2701 
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‘TELEPHONE MARKET PLACE | 


HELP WANTED 


CABLE SPLICERS, Station Installer, 
Equipment Installers, Linemen. Experi- 
enced men needed. Steady work, good pay. 
Henkels & McCoy, 1800 Johnson Street, 
Elkhart, Indiana, or 6100 N. 20th St., 
Philadelphia, Pa. 

AMBITIOUS MEN — Qualified as station 
installers, equipment installers, cable splic- 
ers, linemen. Work in midwest. Harris 
McBurney Co., Inc., P. O. Box 267, Jack- 
son, Michigan. 


COME WORK and play in Florida sun 
shine. Opportunities for switchman with 
experience in step by step equipment to 
advance with rapid growing telephone 
company in Northwest Florida. For addi- 
tional information write to: Central Office 
Equipment Manager, Southeastern Tele- 
phone Company, Crestview, Florida. 


TELEPHONE MANAGER wanted for an 
1130 subscriber Independent Company lo 
cated in Northeast Iowa. All around ex 
perience preferred. Please give complete 
resume of experience and salary required 
Write: La Verne Garms, Pres., Luana 
Monona Farmers Telephone Company 
Monona, Iowa 


CABLE SPLICER 
lead, plastic and plastic buried cable splic 
REA specifications Position per- 
North-West Telephone Company 
Wisconsin 

CENTRAL OFFICE EQUIPMENT IN- 
STALLER must be qualified in installa 
tion and operation of Stromberg-Carlson 
XY dial equipment and PABX systems. 
Position supervisory, Twenty-six CDO's 
Headquarters location Tomah, Wisconsin, 
North-West Telephone Company. Tomah 
Wisconsin 


DEVELOPMENT 
—ENGINEERS— 


Hallamore Electronics, a nationaily 
established electronics manufac- 
turer, has Opportunities for sev- 
eral engineers in an expanding 
program of commercial product 
development for the communica- 
tions field. 


Particular attention will be given 
those applicants currently or re- 
cently employed in product devel- 
opment by a recognized equipment 
manufacturer for at least 5 years. 
Equivalent experience wiH be con- 
sidered. 


must be qualified in 


ing to 
manent 
Lomah, 


Candidates must hold a degree in 
electrical engineering and must 
have a comprehensive working 
knowledge of network and elec- 
tronic circuit theory, as applied 
to the problems of telephone trans- 
mission. 


Salary will be commensurate with 
education and experience. 


Company benefits include an es- 


tablished profit sharing plan. 


Address résumé to J. B. Flock, 
Hallamore Electronics Division of 
the Siegler Corporation, 714 N. 
Brookhurst St., Anaheim, Calif. 


HALLAMORE 
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FOR 


o 
5 


) 


I 
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FOR SALE 


LINEMAN’S 
POLE CLIMBERS 


Brand new, Government surplus 
at 25% regular cost. Sizes 
Available: 15”, 15'2", 16”, and 
16'2, $5.95 per set including 
straps and pads. 
Quantities limited, 
prior sale. 


Line Equipment Sales 


46 W. Harrison St., Chicago 5, Ill. 
Telephone WAbash 2-5518 


subject to 


SALE as removed from service in 

condition 

00 #1248 Stromberg-Carlson handsets 

50 #1244 Stromberg-Carlson handsets 
with ringer box 

50 Late type desk & wall Leich magneto 

telephones compact 

200 line Kellogg low type magneto 

switchboard lamp supervision 

435 line lamp supervision magneto 

80 line PBX Stromberg Board 


Kellogg C.B. board 


ood 


position like 
new) 

f interested in 

Vestern Light & 


larence, Missouri 


part, write or call 
Telephone Company, 
attention Bill Heither. 


any 


MAGNETO TELEPHONES — Leich 90] 


wall or desk magneto tclephones. Cleaned, 


t 
I 


Td 


TO) 


MU 


ested and guaranteed, $16.50 each. As re- 
from service $15.00 each. Turtle 
Co., Turtle Lake, Wisc. 


noved 
ake Tel 


FOR SALE 
NEW—COOK XB POLE 
PAIR — UNPROTECTED, 
STUBS. $6.00 EA 


TERMINALS, 16 
WITH 6 FY. 


NEW—SPAN CLAMPS, MESSENGER WIRE 


TYPE. .10e EA 


REBUILT—W. E. DIALS. 8-H — or $A — 
5 LA 


$2.50 E 


USED—GOOD—$33 CALCULAGRAPHS. $85.00 


EA 
REBUILT — OK SOLD AS KEMOVED FROM 
SERVICE, STROMBERG SUBSCRIBER SETS, 
21250 WALL —_ DESK 1248 — 1443 — 
1543-A. WITH DIALS, 8T LINE — or $20-80- 
40-50 CY 


TELEPHONE REPAIR CO. 
Chicago 8, III. 


INDEPENDENT 
2137 West 2ist St. 
LAfayette 3-5439 


SHEATHED 
RANDOM 
IMMEDI 


LEAD 
ATED 
FOR 


CABLE, 
PAPER INSUI 
LENGTHS READY 
ATE DELIVERY: 
3,487’ 51 pair 22 gauge 
177’ 51 pair 22 gauge 
802’ 26 pair 19 gauge 
712’ 26 pair 19 gauge 
364 101 pair 24 gauge 
279’ 151 pair 24 gauge 
408’ 202 pair 24 gauge 
Write Post Office Box 
Phone GR 8-2345 


NEW 


Harold ky 


WANTED TO BUY 


condition. Desk 
Advise quantity 
o TE&M. 


TELEPHONES — Any 
stands, wall sets, etc. 
available. Write Box 78, ¢ 


45A LENKURT TERMINAL east or wes! 
DC operated, equipped six or move chan 
nels. Pecos Telephone Co., Pecos, New 
Mexico 


CUEAULNLUOUDULERECOSTAUASOEOERERONAGUDOOEEDEESAEOUOOAAOOOEEEDOOUOOUOUOESEOOERONONAAUSOOEOSEREUUUOSOREREOEOUUUOULOOELOOEUGULIEOEEDEOUOROUOEUOOCTEROROCHUOUUOEEDEEEROUUOUEAUEEEEPAEOTOOU OU DERRORAREEEOO EO TDEEREOEEE ET 


WESTERN ELECTRIC EQUIPMENT 


FROM 


COOOO TOPE EEEne ee erenenn ED 


“BUCKEYE” 


W.E.#76-A Heat Coils (for all W.E. Protection) NEW 

W.E.#1268-A Protection, complete (20 per strip) Recond. 
W.E.#52 Type Operators Headset with Plugs 
W.E.#12-B Lamp Sockets on #137-B Mounting (20 per) 


W.E.#551-A PBX Switchboards, 30 or 40 lines with 10 cord 
pairs (As removed from service or reconditioned) 


W.E.#U-1 Receivers (for 500 series telephones ) 


NEW 


NEW 


TTT 


NEW 


W.E.#93-A, #62-C and #120-G Repeating Coils, Recond. 


BUCKEYE TELEPHONE & SUPPLY CO. 


1250 KINNEAR RD. 


HUDSON 8-0655 


COLUMBUS 21, OHIO 


COOCUUNEOUEEENON TO NeENNNE 


FUOOHUUCDDDDDDENEUANSOOGDEDEDEOOECUOODOOEOEERUSOGUOOOREREROOUUEUEDEOUDOAAUAAOPEDEROREASOEROOUDEUOEUU UDO DOEOROUAATOOEEEEDUOSCUOODOOOEDEEEEEOOGOOOTELEREOOEUCONUOOOUOEREOENNEUOOTODEEED 
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WANTED TO BUY 


WANTED - 
Our truck 

cash on the 
Lake 


All makes, old telephones 
will pick up and pay you 
spot. Telephone Co., Turtle 
Wisconsin 


BEL TS-C ‘L IMBERS 





BELTS — CLIMBERS — Complete Line 
men’s equipment, W. M. Bashlin Co., 
Bashlin Bldg., Grove City 1, Pa. 


BOOTHS | 


BOOTHS 
door Steel 
Metallic Corp 
lyn 37, N. Y 


Telephone — Outdoor — In- 
Stainless Steel — Sherron 
1201 Flushing Ave., Brook- 


Cc ONST RUCTION EQUIPME NT 


BORING MACHINES, EARTH — High 
Trailer Co., Edgerton, Wisc. 


way 


HYDRAULIC CONTROL 


STERLING 


EARTH BORING MACHINES 
WYOMING VALLEY EQUIP. DIV. 


714 WYOMING AVE. KINGSTON, PA. 


Order Your Personal 


Copies of TE&M Today! 


CARRIER, 3-Channel + VF 


W.E. CFIA (Sig. Corps) 
Repeaters, for use with CFla 
CF3A, new 
W.E. C-Carrier Terminals 
C.Carrier Repeaters 
Filters — CAO Types 


TEST BOARD 
EQUIPMENT 


Patch cords & plugs 

Jacks & Mountings 

Relay Racks 

Bridges—L&N 

Transmission Measuring Sets 


Portable line Test sets 


MDF PROTECTORS 
Complete 


W.E. #1435 W, 20 pr. $10 
1268 A, 20 pr. 10 
1269 A, 20 pf. 10 
Cook #100 15 new 
A.E. #675, 20 pr. ... 10 new 
me 
MDF VERTICALS, W.E. & Cook 
& fittings, Ladders 


cable rack 


1218 VENICE BOULEVARD 
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CORDS 


CORDS, Switchboard (with or without 
plugs), Instrument (straight and retractile 
cords in eleven colors. — Commercial Cord 
Co., Inc., 26 Main St.. Clifton Springs, 
New York 


DECALS 


DECALS 
Made for trucks and equipment 
Small or large quantities 
Write for free catalog. 


MATHEWS COMPANY 


827 S. Harvey Oak Park, Ill. 


_DIRECTORY SERVICES 








More and More =” 
Telephone Conmpanigss 
use DIRECLORIES 
produced ~ 
by 


Your Inquiry 
Respectfui!ly 
Solicited 


LELAND MAST | # 
DIRECTORY. COMPANY. 
1619 CREENWOOD WILMETTE, ILL. @ 


W.E. Interior Terminals & Chambers protected 
& unprotected types 
Raytheon Rectichargers - Rectifilters 
24 Volt — 48 Volt 


SWITCHBOARD PARTS 
(all mfg.) 
New & Good Used 


Jack & Lamp Strips 

Line & cut-off relays, trunk, etc 
Cord & plugs, lamps & caps 
Lamps: 


W.E. A-1, 
G.E. 24B, 24 volt, 


24 volt, new 


new 


G.E. 18B, 18 volt, new 


many others (same price) 


Shipped On Approval 
Satisfaction Guaranteed 
Huge savings on everything in our multi- 
million dollar stock. 


Let us quote on your other needs 


Telectric Co. 


(DDD 213) Richmond 8-2249 








DIAL "REBUILDING _ 


DIALS, Rebuilt 
Telephone Repair & Supply Co. 


1760 W. Lunt Avenue, Chicago 26, Ill. 





_POL ES 
POLES. Southern Yellow 
Colquitt Company, 217 
tanburg, ‘S. ¢ 





Taylor 
Spat 


Pine — 
Main St., 


POLES, Southern Yellow Pine Pressure 
Creosote and Creo-Penta — Piedmont 
Wood Preserving Co., P. O. Box 700, 


Augusta, Georgia, Spartanburg, S. C. 





Yellow Pine — Texas 


Texas 


POLES, 
Creosoting Co., 


POLES * CROSSARMS 


RAIL or TRUCK DELIVERY 


Pressure-treated to your specifications, 16 sales 
= sy weving You, See Yate Poo 


Pittsburgh EXpress 1 
| 


KOPPERS COMPANY, INC. 
Division 


Southern 
Orange, 


Wood Preserving 
777 Koppers Bldg., Pittsburg 19, Pa 


PRO’ TEC TIVE EQUIP. 


PROTECTIVE EQUIPMENT — Reliable 
Electric Company, 11333 Addison St. 
Franklin Park, TI 


SWITCHBOARDS, manual 


W.E. #12 (universal) new (also BD110) 
W.E. #605 PBX new, 2 position #550B, re- 
built — 80 Line 
W. E. #551A rebuilt 20 to 60 line 
W.E. #506 PBX (cordless) 7 to 12 line, rebuilt 
W.E. 507B Rebuilt — $450 
Kellogg CB (universal) 1600 type Per spec. 
#38008 (post war) 
12 positions available 


16 cord circuits (univ. per #4501-1, 5) 

SL, 2 or 4 or 10 party ringing 

#258 jacks and #25 lamp jacks wired to 
multiple cables (little wear) 

Line & cut-off relays wired to term. on 

relay racks — also trunk & mag equip. 

power board, etc. (priced to move now) 

Kellogg PBX K-100 (100 line) new & Rebuilt 

Kellogg PBX (Cordless) #1007 CCX 


5x12, brand new 

Like New 

5x20 — 2007-11, $150 
Kellogg 200 line CB-LB Central Office, used 

1 year (like new) ...$800 


Kellogg Fire reporting 40 & 100 Line 

Kellogg Magneto Cordless 24 Volt-Lamp Sig- 
nals. 20 Line New $150 
12 Line New ......... $100 
Note: Lines convertible to CB with kick 
coils (C-111 $1.00 each) 

— Carlson #106 PBX (80 line) like 
new ae $400 


$150 
$100 
Like New 


LOS ANGELES 6, CALIF. 
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Save time and work 
in engineering design 


Just Published! Here’s a practical manual 
of tested product-engineering aids to help 
you get quicker, easier solutions to every- 
day work problems. It offers a ready-made 
file of methods, formulas, tables, and 
charts for engineering top efficiency into 
devices, components, or complete products, 
Covers a full range of topics, from access- 
ories and assemblies to clutches, control 
devices, electrical components, etc. Includes 
such modern developments as ultrasonics 
and automated assembly. Over 1100 draw- 
ings show vital design details. 


PRODUCT ENGINEERING 
DESIGN MANUAL 


Edited by Douglas C. Greenwood 


Editor, Vroduet Engineering Design Digest 


342 pp., 8’ x 11, over 1100 illus., $9. 


lhe book provides a storehouse of material 
to stimulate you to new design ingenuity, 
and to help you gain improved mechan- 
isms, better assembly methods, and sav- 
ings in materials and time. Over 100 topics 
are systematically arranged and illustrated 
You can see how each device works, what 
it does, and how it meets design require- 
ments. Thus, the book gives you the “feel” 
of a problem by showing in detail what is 
good, what has been done, and what is aec- 
captable. 


Gives up-to-date facts 
and data on resistors 


Just Published! This book thoroughly cov- 
ers fundamentals and needed data in the 
use of resistors in electronic design. You 
get groundwork in the basic aspects of re- 
sistance and descriptions of each type of 
resistor, the materials used in its manufac 
ture, and characteristics associated with 
each type. Comprehensive tables give most 
manufacturers’ data, with specific types of 
resistors covered in common tables. Thus, 
a design or components engineer can easily 
determine the scope of what is available. 
Full attention is given to such important 
areas as reliability in resistors, measure- 
ments, etc. 


RESISTANCE AND 
RESISTORS 


By Charles L. Wellard 


fechuical Director, Clifton Precision Products Co 


264 pp., 6 x 8, 82 illus., $8.50 


{mong the book’s many special features 
you will find a detailed treatment of pre- 
‘ision films as a replacement of wire 
wound resistors. Included, too, is informa- 
tion on the preparation of precision films 
by pyrolysis, evaporation, and reduction of 
oxides. Numerous charts and graphs pre- 
sent information that heretofore has seldom 
been readily available regarding the power 
and voltage ratings of resistors, the varie- 
ties of material used in their construction, 
and their many industrial applications. 


Mail Your Order To: 
Educational Division 
TELEPHONE ENGINEER 
PUBLISHING CORP. 

7720 N. Sheridan Rd., Chicago 26, Ill. 
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PROFESSIONAL SERVICES _ 





ALLEN K. HAMILTON 


CONSULTANTS - 





PROFESSIONAL SERVICES | 


ASSOCIATES, INC. 


SYSTEMS ENGINEERS 


GENERAL ENGINEERS 


WOODSTOCK, ILLINOIS 





PROFESSIONAL ENGINEERING 
AND CONSTRUCTION SERVICES 


Plant Construction Crews @ Installer Repairmen 
Cable Splicers 


CENTRAL OFFICE INSTALLATION 


Complete central office routines, tests & adjust- 
ments, carrier installations, tests & alignments, 
key system installations 


HENKELS & McCOY 


PHILADELPHIA 


1800 Johnson St. Elkhart, 
Altanta, Ga. TR 5-2769 
Ashland, Ohice 3-7543 
Bloomington, tl. 5-7717 
Lebanon, Ky. 660 

Victorville, 


PERFORMANCE Has Built Our Business | 


ind. COngress 4-112! 


St. Johns, Mich. 
CA 4-4175 


St. James, Minn, 492 


Uurham, N.C. 7-1316 
Wausau, Wis. 2-2356 


Calif. 5-9012 


TUDOR AND YAGER 
INC. 
TELEPHONE CONSTRUCTION 


TIPTON, INDIANA 
Phone OSborne 5-2267 


McGRATH 
ENGINEERING, INC. 
Consulting Engineers 


209 West 6th Street 
TOPEKA, KANSAS 


Telephone CEntral 2-2358 





CARL C. CRANE, INC. 
Consulting Engineers 


121 S. Pickney Street, Madison 1, Wisc. 


Telephone ALpine 6-0247 


4419 TULSA 
HOUSTON 24, TEXAS 





mrictity 
PLANT 


Davis CONSTRUCTION 
Construction (0. 


45 North Clark Street ® Sullivan, Missouri 
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TELEPHONE FEorcarat 88-2400 


C. D. EHINGER, P. E. 


Consulting Engineer 
Telephone Utilities 


Mail Address: 
639W. Madison 
Decatur, Indiana 





HARRIS-McBURNEY CO. 
PUBLIC UTILITY “CONSTRUCTION 
A complete construction service for the 
telephone industry 
Designing 
Appraisals & Reports 


Construction Crews 
Station Installers 

Cable Splicers c..@ 

Underground Duct Systems 
Telephone ST 4-6126 

P. O. Box 267 


Installation 


Jackson, Michigan 


INSPECTION SERVICE 
“AT TIMBER TREATING PLANTS’ 

Of poles, crossarms, and preservative 
treatments. Analysis of wood preservatives 
Consultation and specification writing 
A. W. WILLIAMS INSPECTION CO., INC 


MOBILE, ALABAMA 
New York St. Louis Portland 


Inspectors stationed throughout the U.S.A. 








TELEPHONE EQUIPMENT 


2000 Lbs. Capacity trail- 
er. For ALL materials 


including pay out take 
up cable, tine wire and 
drop wire. Priced RIGHT 
Write for illustrated lit- 
erature NOW TODAY 


WHITAKER REEL MFG, CO. 


P. O. Box 1318 Monroe, Louisiana 








UNIVERSAL 
FITTING 
with 
LEXIDUCT 


Solves All 
Over-the-Floor 


Part No. 
345 


iH Use as tee, riser, ell, 
Duct and Fitting 4-way, under-floor 


Problems input, terminal box, 
= junction box or in 
combinations. Other tees, 

ells and risers available. 


WINDERS & GEIST, INC. 


2219 Ne. Cotner Bivd Lincoln 5. Nebrasko 
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now you can have 


LONGER 
“| GC) LINES 
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FREQUENCY — KILOCYCLES 


crete Cee. Se 


Additional length of line permitted for transmis- 
sion loss based on wet weather characteristics. 
Jacketed-Pair vs Standard Construction (PE-15 
March 1960) 


Jacketed-pair Distribution Wire 
exhibits substantially lower loss 
during heavy rain and will, therefore, 
allow a longer line for an equal 
transmission loss. At one kilocycle 
this improvement permits a 22% 


longer line. 


wN 


ea) 
Vv 
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Write for full details 
shown in our 
new Bulletin T-6. 


NEW HAVEN 14, CONN. Telephone CHestnut 8-5515 TWX: NH 84 





WIRE OR CABLE 
aReulistel 


PEDESTALS 


B 700 WP 


edestal 


_—) 


). - 


B 800 Cable 


Terminal 
Pedestal 


OUTSIDE 
BURIED PLANT 


Made especially for con- 
struction where buried plant 
facilities are employed. Su- 
perior Pedestals are avail- 
able in three basic terminal 
pedestal designs. 


For a single buried wire or 
for a cable as large as 
400-pairs, Superior Pedes- 
tals provide a quick and 
simple method of installa- 
tion . . . puts your outside 
buried plant in service 
without delay! 


The pedestals, made of 
heavy steel, hot- dipped 
galvanized after fabrica- 
tion, are supplied complete 
with all mounting hard- 
ware, terminal support 
brackets and grounding lug. 


For easy installation and 
positive all-weather protec- 
tion of outside buried 
plant terminals, order Su- 
perior terminal Pedestals. 


Write for 
complete information 


SUPERIOR 
CABLE CORPORATION 


Hickory, North Carolina 


YOUR JANUARY 
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THE BACK OF 
THE BOOK 


By JOHN G. REYNOLDS 


“Worth Its Weight In Gold” 


| ANY customers readily admit that telephones are worth their 


News, few can say, as do 30-year employes of E. F. Hutton & 


weight in gold. But, according to California General 
Co. a brokerage firm — “Not only is my phone worth its 
weight in gold; it is gold!” 

It all started a few weeks ago when the stock brokerage firm 
was seeking a way to honor its long time employes. Someone 
came up with the golden idea of spraying gold paint on tele- 
phones and presenting them to the Hutton veterans. 

Gen. Tel., when asked if it would participate in the venture, 
soon provided golden hued phones for the ceremonies. 

Mission Division Manager William M. Owen presented gold 
phones to two Hutton employes in Santa Barbara; and Southern 
Area General Manager C. E. Scott awarded the symbolic instru- 
ment to a Hutton employe in Long Beach. 

The value of gold, fickle though it may be on the world mar- 
ket, remains constant at E. F. Hutton & Co. 


Oversight 

or ESTERN Telephone News’ story of the month con- 
cerns a Brookfield, Mo., customer who came into the busi- 

ness shortly before the new dial system was cut into service. 

She had a complaint: There was no “Q” on the telephone dial. 
Service representative Mamie Lambert explained that there 

never is a “Q” on a telephone dial, and it was nothing to worry 

about. But the customer, unconvinced, asked: “Then how do 


you expect me to dial the Quimbys?” 


How’s Your Bowling? 


F your bowling average is high and you want some competi- 

tion, look up Margaret Urie, the next time you are near 
Denver, Colo. One night last month Miss Urie, operator, Traffic 
department, Mt. States Tel. & Tel. Co., Denver, really racked 
up the strikes and spares when she bowled a 706 series. It is 
believed to be the highest series ever recorded by a woman in 
sanctioned league play in Colorado. 

Margaret’s recent “record breaking” series of 245—249— 
212 brought her average up four pins, making it 184 so far 
this season. 

As you probably have guessed, Margaret’s favorite sport is 
bowling, “because it is fun and it is good exercise, too.” She 
has been an avid bowler for a number of years and at present is 
bowling twice weekly with two leagues. 

Margaret represented Colorado in the All-Star Bowling Clas- 


sic in Minneapolis in 1957. 
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FIRST 


JUST FOR THE RECORD............... 


COMPLETE LINE 
e 


(AND WITH SILICON RECTIFIERS, YET!) 


WARREN 1S A LONG, LONG STEP AHEAD IN TRANSISTORIZED COMMUNICATIONS EQUIPMEN] 


The Warren Transistor 

Power Pack is a com- 
plete power, ringing and tone 
supply for PBX, PAX, and 
PABX installations . . . inone 
transistorized, economical 
package. Warren offers a 
complete line, seven 24-volt 
models and seven 48-volt 
models, none of which look 
like the one in the drawing. 
(This situation is corrected 
below.) 


But back to the pack. It 
combines a battery charger / 
eliminator with a ringing 
generator and a dial/busy 
tone generator in a complete, 
integrated power supply. 
And it will save you money. 
Here’s why: 


... because no standby 
equipment is required where 
batteries are used in PBX 
(both ringing and tone gener- 
ators are d.c. operated) 


... because its initial cost is 
lower than the cost of buying 
individual components sepa- 
rately. 


... because, as the sleeping 
figure may suggest to you, 
there’s absolutely no main- 
tenance problem. No moving 
parts, no “aging” — every 
component is conservatively 
rated for 30 year life. 


... because it packs more 
power (up to 20 amps) in 
less space than any other 
power pack available. 


Please feel free to send for 
complete information. 


WARREN PRODUCTS 
TYPE TFR — Transistor Float 
Rectifiers 

TYPE TPP — Transistor Power 
Packs 

TYPE TMR — Transistor Ringing 
Generators (25 & 50 Watt) 
TYPE TRI — Transistor Ring 
Talk Power Supplies 

TYPE TTG — Transistor Tone 
Generators 

TRANSISTOR TONE LINK 
EQUIPMENT 


MANUFACTURING COMPANY 
Littleton, Massachusetts 


48 T.P.P.-6 48 v.-6 Amp 
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THE NICO-TAP IS SPLIT 


THERE 1S NO NEED OF CUTTING THE LINE 
TO MAKE THE CONNECTION—JUST SLIP THE 
SLEEVE OVER THE LINE WIRE AND COMPRESS 
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12 BWG TO 12 BWG 
Stock No. T2-109D 


12 BWG TO No. 17-18 DROP WIRE 
Stock No. T2-109 x 045D 


17-18 B&S TO 17-18 Bas 
Stock No. 12-0458 


‘ 


Wanufactured in many different sizes and combinations 


The National Telephone Supply Company 


5100 SUPERIOR AVENUE @ CLEVELAND 3, OHIO 


Canadian Mfr.—N. SLATER CO., LTD., HAMILTON, ONT., CANADA 


Export Distributor— INTERNATIONAL STANDARD ELECTRIC CORP., NEW YORK, N. Y. 





e 
Micopress is the Registered Trade Mark of The National Telephone Supply Company 
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